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A WELL EQUIPPED AGENCY 


Reference Work 


An Agency should have at least one copy of all reputable Life 
Insurance Selling Services for reference purposes. A lawyer would 
not think of operating an office without Blackstone. 


Attract Agents 


Prospective Agents are more readily attracted to the better 
equipped offices. 


Help Agents 
Many Agents have been | pow out of a slump by a re-study of the 
fundamental principles of some part of the selling job. See the 
new “Problem Index’’, now furnished with the Salesmanship Sec- 
tion of The Diamond Life Bulletins, which will assist in diagnos- 
ing selling weaknesses. 


Sales Talks 


Tested sales talks for every “‘need’’ will be found in the seven 
volumes of accumulated Files. New canvasses appear in the 
‘ Monthly Supplements as they come to our attention. 


Sales Plans 


Most of the workable Sales Plans will be found in these Files 
which we have been accumulating and revising for 16 years. 


Tax and Business 
Insurance 


Agents ‘quinn in_the higher branches of Life Underwriting, 
such as Income and Inheritance Taxes, both Federal and State; 
Estate and Gift Taxes; Wills and Business Insurance can find 
valuable help in referring to these special Sections. Our recently 
revised Section on ‘Sole Proprietorship Insurance” is the most 
comprehensive treatment of the subject yet published. The Sec- 
tion on “Partnership Insurance” is now under revision. 


Training Booklets 


General Agents and Managers have found our new “highlighting” 
booklets useful in training new men and in stimulating established 
Agents. These attractive pocket-size booklets cover the subjects of 
“Life Insurance Situations,’ ‘‘Prospecting,’’ ‘The Approach,” 
“Life Insurance Property” and “The Term Insurance Fallacy.” 
Other hooklets will follow from time to time. 


Tax Booklets 


Our booklets “‘Life Insurance and Federal Tax Laws” and “Re- 
ducing Your Taxes” which have been published now for five con- 
secutive years, are enjoying a wider use each year. 


The Cost of Equipping an Agency is comparatively small when spread over a term of months. 


THE FIRST YEAR PRESENT SUBSCRIBERS CAN SECURE A FOURTH 
SALESMANSHIP SECTION $2 A MONTH THEREAFTER MISCELLANEOUS BINDER AT OUR COST — §1.50. 
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WEDNESDAY 


"Even his best friends wouldn't tell 
him —————.." I was reading that famous 
line in the advertisement while waiting to 





see Dr. M 

I thought of the time when I first en- 
tered the business. It used to be "even 
his best friends wouldn't tell him — they 
sent me." When I was given the ~— ofa 
prospect, his friends would feel it was a 
favor to me — but never was I to let the pros- 
pect know at whose suggestion I called. 

How different now. 

Dr. M was waiting to see me today 
because his friend telephoned to say I was 
coming with a service about which Dr. M 








should know. 
Estate Planning is so worth while that 


clients tell others and do such a good job 
of it that their friends want to see how 
they too can plan their estates. 
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PROSPECTING 
RECRUITING 


TRAINING 
SUPERVISING 
PRESTIGE BUILDING 
EDUCATING 
CLIENT BUILDING 


Client Building through Estate Planning is one key to successful pros- 
ecting. Write C. C. Fulton, Jr., Agency Vice-President for your copy. 
p ‘ = +5 


Ethelbert Ide Low, C hairman of the Board 
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Agents’ Pensions 
Being Considered 


Hith Is That Employe Status 
Under Social Security 
Might Result 


WANT TO AID FIELD MAN 


Action Will Probably Await Final De- 
cision on Whether Salesman Is 
an Independent Contractor 


NEW YORK, Dec. 17.—While life 
agents appear to be left out in the cold 
as far as the federal social security act 
is concerned, quite a little thought is 
being given by home offices to some 
kind of pension plan which will help 
the agent provide for his own old age. 
One reason why more active steps are 
not being taken in this direction is that 
the final word on the agent’s status— 


employe or independent contractor— 
has not yet been spoken. 
Particularly important will be the 


federal decision on the agent’s stand- 
ing under the social security old age 
system, On the unemployment insur- 
ance angle, which is a state matter in 
addition practically all the decisions 
have been to the effect that the agent 
ls an independent contractor. 


Complexity Might Be Multiplied 


_Even though life companies might 
like to do as much for their agency 
force as they do for their home office 
employes in the way of pension bene- 
fits, the application of the federal social 
security act to commission-compen- 
sated agents would result in a vast 
amount of confusion and needless detail 
work for the act would apply to all 
agents, no matter how much or how 
little business they might write or 
whether they were full time agents or 
part timers. Since agents are frequently 
licensed by a number of companies, the 
complexity of taking care of their social 
security records would be multiplied. 

With the final decision on the agent’s 
Status yet to come it would probably 
€ unwise to bring in any new private 
social security substitute for the gov- 
‘timent plan, which might add to the 
confusion and possibly give weight to 
the idea that the agent is an employe 
and not an independent contractor. 


Group Limitations 


One angle to this is the New York 
W which limits the writing of group 
msurance to cases where there is an 
“mployer-employe relationship or where 
- Stoup is a union. Quite a few life 
ther anies have group life plans for 
Thie agents in spite of this provision. 
he ‘4 Situation is not so contradictory 
swecit might appear. The reason for 
ig hee an employe or union member 
S that group life insurance is based 


la 


"pon the principle of a certain percent- 
(CONTINUED ON PAGE 26) 


Puzzled Actuaries Ponder 


Intricacies of Schedule T 





IN NEW ANNUAL STATEMENT 
Companies This Year Must Show a 
Breakdown of Their Premiums 
State by State 





Requirement of schedule T by all 
states in the annual statements of life 
companies this year is raising knotty 
problems for life insurance accountants. 
Schedule T breaks down the gross pre- 
miums, return premiums, and reinsur- 
ance premius on the business of each 
state in which a company operates. Nat- 
urally all the states are jealous of their 
rights to premium taxes. If schedule 
T is to balance, the most precise ac- 
curacy is essential, and questions arise 
which may have gone begging when the 
detailed showing was not required. 

In making the deduction on the credit 
for reinsurance, the question arises, 
where is the premium taxable? Is it 
where the policy was written, or where 
the premium is collected, or where the 
insured lives? Is the reinsurance prem- 
ium taxable in the same state in which 
the original premium is taxed? 


Difference of Viewpoints 


The theory of the reinsurance credit 
is that the reinsuring company pays the 
the tax on its share of the premium. 
In a given case, do the reinsuring com- 
pany and the original company regard 
the premium as coming from the same 
state? Apart from differences in inter- 
pretation, the original company and the 
reinsuring company may make different 
reports merely from delay in informa- 
tion about changes getting through the 
machinery. 

Presumably all companies regard a 
first premium as taxable in the state in 
which the policy is written and the first 
premium collected. In later years, how- 
ever, the policyholder may move to a 
different state. He may continue to re- 
mit the premium to the original office, 
or he may have his account trans- 
ferred to his new home. If he moves 
to a state where the company is not 
admitted he may remit from there di- 
rect to the home office, but the reinsur- 
ance company may be admitted in his 
new state. If the original company re- 
gards the premium as thereafter tax- 
able in the new state, will the reinsur- 
ance company follow suit? If not, how 
can the reports of the companies be 
reconciled? 

Actuaries and accountants are hoping 
that some uniform rule can be form- 
ulated by the Life Presidents Associa- 
tion or the American Life Convention. 
The Chicago Actuarial Club devoted 
most of its Monday evening meeting 
this week to comparing notes on the 
possible difficulties and solutions. 


ee 


American Convention Meeting 


The annual meeting of the American 
Life Convention will be held the week 
of Oct. 11 in the Edgewater Beach Ho- 
tel, Chicago. The executive committee 
determined the date at its meeting at 





Hot Springs, Ark. 








Well Known Murrell Pair 
Join Mutual Benefit Life 


WEST COAST SUPERVISORS 





Thomas Has Been Connecticut General 
N. Y. Manager—Weymouth, Assist- 
ant Superintendent for Travelers 





Thomas G. Murrell, for four years 
manager of the Murrell agency of the 
Connecticut General in New York City, 
and Weymouth L, Murrell, until recently 
assistant superintendent of agencies for 
the Travelers at Hartford, will become 
associated in the supervision of west 
coast agencies of the Mutual Benefit 
Life and in the general agency for that 
company at Los Angeles, succeeding as 
general agent Bertram P. Rouse, who 
has resigned after 40 years of service. 
The announcement was made by H. G. 
Kenagy, agency executive, at a meeting 
of general agents at the home office. 
Between them, and in addition to full 
general agency responsibility at Los An- 
geles the Murrell brothers are to super- 
vise agencies at San Francisco, Spokane, 
Seattle and Portland. 


Had Naval Training 


Tom Murrell has become in a short 
time one of the best known agency 
managers in the United States. He has 
done new organization work almost ex- 
clusively, starting from scratch just 
about four years ago. Since his appoint- 
ment as manager in New York in 1932 
he has contacted nearly 1,100 prospective 
agents, contracted 68. The agency now 
has 25 agents and at present ranks fourth 
among those of its company. The 
has resigned after 40 years of service. 
become general agents, six assistant 
managers and one home office official. 

Born in 1899 on a farm in Bedford 
County, Va., Tom Murrell was grad- 
uated from the United States Naval 
Academy in 1920. During his naval 
career he served with the navy at An- 
napolis, with the Atlantic fleet during 
the war, as naval aide at Tokio during 
the Japanese earthquake in 1923 and in 
1924 participated in the Mindanao-Sulu 
campaign among the Moros. A year 
later he resigned a lieutenancy in the 
navy to enter the life insurance busi- 
ness at Baltimore. 

During his first 10 weeks in the busi- 

(CONTINUED ON PAGE 26) 





Bill to Exempt Companies 
With Pension Plans Filed 


WASHINGTON, Dec. 17.—A bill to 
amend the social security act by ex- 
empting corporations which have their 
own old age benefit plans was filed in 
the house by Congressman J. L. Quinn 
(Dem.), of Pennsylvania. It provides 
that any corporation may become ex- 
empt from the law and its payroll taxes 
if it “shall have in operation an old age 
benefit plan (otherwise known as an 
old age pension plan) which shall meet 
with the approval of the social security 
board as to the stability of the said cor- 
poration . .. and as to the adequacy of 
the provisions of its old age benefit 
plan.” 








Options Need Care 
in Business Cases 


Insured May Give Up Important 
Rights Without 
Knowing It 


EASILY FIXED, HOWEVER 


Danger Is That Home Office Will 
Include All Control in Mak- 
ing Assignment 


NEW YORK, Dec. 17.—The rapidly 
increasing use of settlement options in 
business insurance cases, particularly in 
partnerships, brings with it the danger 
that important rights may be uninten- 
tionally given up if a certain small and 
easily overlooked detail is not taken 
care of, according to Associate Man- 
ager George Hofmann of the Myrick 
agency of the Mutual Life of New 
York in New York City. The danger 
is that each partner, in giving up his 
right to say in what way the proceeds 
shall be distributed, will inadvertently 
give up control over cash and loan 
values. 

The difficulty arises because unless 
special attention is called to the partic- 
ular type of assignment desired, home 
offices generally will take it for granted 
that the right to control cash and loan 
values as well as the right to dictate 
the mode of disposal of proceeds is be- 
ing assigned. Not only should special 
emphasis be made when the matter is 
taken up with the home office but the 
endorsement should be carefully looked 
over after it is attached to the policy 
to make sure that the owner of the 
policy has not given up something 
which he had no intention of yielding. 

Each Insures the Other 


Suppose, for example, that Mr. 
Brown and Mr. Robinson are partners 
in a business in which each has a $12,- 
500 interest. Each insures the other’s 
life for $12,500. Mr. Brown owns the 
policy on Mr. Robinson’s life. Mr. 
Brown is the beneficiary, naturally, has 
no other rights in the contract. But 
Mr. Robinson foresees the possibility 
that Mr. Brown might prefer to keep 
the $12,500 and let Mrs. Robinson 
struggle along as part owner of the 
business, so an agreement is drawn 
stipulating that the proceeds of the life 
insurance must go to Mrs. Robinson 
and Mr. Brown assigns to her the death 
benefits irrevocably. There is also an 
agreement that in return Mr. Brown is 
to become full owner of the firm. 

But Mr. Robinson wisely prefers that 
his wife shall not receive cash outright 
but shali be paid an income under one 
of the modes of settlement. So Mr. 
Brown assigns to Mr. Robinson the 
privilege of exercising all rights relat- 
ing to the mode of disposal of the pro- 
ceeds. Mr. Robinson arranges the de- 

(CONTINUED ON PAGE 26) 
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Comparisons Made of Costs of Federal and 
Private Retirement Plans 


Although life insurance people are 
cautious with the federal government in 
making comparisons between costs and 


benefits as between federal social secur- | 


ity plan and protection offered by pri- 
vate life companies, they are much in- 
terested in the matter. 

Agents like to be informed because 
they are meeting frequent inquiries on 
this point. If the law is amended to 
exempt, entirely or to a degree, pay- 
ments to the treasury by employers and 
employes of corporations using private 
pension plans, the agent, interested in 
group -business, will have ‘to make a 
showing to the employer of comparative 
costs and benefits. Furthermore, if the 
law should be amended to permit em- 
ployes to contribute additional amounts 
to purchase larger federal pensions, a 
real competitive situation will be pro- 
jected. It is understood, the anthori- 
ties in Washington are presently op- 
posed to such an amendment. 

Actuaries agree that exact .compari- 
sons cannot be made, for the protection 
afforded is not identical. So many com- 
binations of circumstances are possible 
under the federal plan that any balanc- 
ing of costs and benefits except in spe- 
cific cases that arise in actual practice 

_ would be intricate. 


True Cost Not Known 


The true cost of federal social secur- 
ity is not known at this time except in 


theory. Even students of the subject 
hesitate to do more than make broad 
estimates. 


Payroll taxes are intended solely to 
build reserves and pay benefits. No ad- 
ministration expense loading has been 
included. Established government agen- 
cies are to administer the scheme. The 
postoffice department has assumed some 
expense in handling registrations of em- 
ployers and employes. The social se- 
curity board will maintain records which 
must be complete and up to the minute 
for every qualified worker, for every em- 
ployer and employe who pays the tax; 
records that show every former em- 
ployer since qualification, the address, 
income earned, etc. So vast a record 
and bookkeeping system never has been 
attempted before. It is estimated 200,- 
000 workers will be required for admin- 
istrative purposes. ‘ 

The treasury department will collect 
the tax, which will be levied against a 
great many who heretofore have paid 
no income tax. These administration 
costs will fluctuate. Much of the extra 
expense probably never can be run down 
and footed in the total. Therefore a 
precise answer as to whether life in- 
surance or social security will do the 
better job for the less cost probably 
never will be satisfactorily answered. 

Life insurance men, however, have 
noted from the schedule of benefits that 
at younger ages—perhaps up to 37—it 
is possible to secure from the life com- 
panies greater pension payment per $1 
of employe’s payroll tax than under the 
government plan. This, according to 
actuaries, is evident even in the sched- 
ule of benefits and costs applicable to 
persons starting under the federal plan 
Jan. 1, 1937. 


Higher Costs Later 


A little understood provision of the 
U. S. act makes even a better showing 
for the life companies in the case of 
persons qualifying under the U. S. act 
at a later date. This provision is based 
on the fact that the payroll tax for all 
persons, whenever their time of entry, 
starts at 1 percent on Jan. 1, 1937 (the 
employer’s tax also being 1 percent), 
and increases a half percent every three 
years until it levels off at 3 percent for 
both employe and employer. The actu- 


aries say this means the worker will 
pay the going rate of tax at and after 





his time of entry. Thus a worker qual- 
ifying three years hence would start at 
114 percent; six years from now, at 2 
percent, etc., and 12 years in future, 3 
percent. Thus the cost of unemoply- 
ment compensation and retirement bene- 
fit will vary between individuals of the 
same age at entry, eligible for the same 
amount of benefit, if they enter at dif- 
ferent times. Thus the worker age 25 
starting Jan. 1, 1937, with the maximum 
wage of $3,000 annually, would pay 
$2,664 to retirement age 65, and his em- 
ployer a like sum, but a worker the 
same age at entry starting in 1949 would 
pay $3,600 and his employer $3,600. 


Young People Bear Load 


One actuary calculates that in gen- 
eral the worker who will pay the most 
payroll tax will get comparatively the 
least benefit. In so great a social scheme 
starting benefits for certain individuals 
quickly because of their advanced age, 
the young workers must bear much of 
the load. There is also a provision for the 
free old age pensions for indigent per- 
sons who must be cared for immediately. 
This is a factor which M. A. Linton, 
president Provident Mutual Life, in a 
radio broadcast over the “Town Meeting 
of the Air” last week stated bore possi- 
bilities of great danger for the contrib- 
utory features of the act. In this ef- 
fort the states and the government par- 
ticipate, the U. S. share being limited 
to $15 a month each. 


Death Protection Feature 


While private life insurance may be 
able, if it desires, to make a good show- 
ing compared with the U. S. plan at 
earlier ages, the federal plan at present 
bears no possibilities of competing with 
the companies in regard to death pro- 
tection. The sole reason for any death 
benefit in the act is to show a reasonable 
return to the beneficiary or estate of the 
worker in case of his premature death 
before maturity of his benefits. This 
return is 3% percent of the total of his 
wage upon which payroll tax has been 
paid. Since he will be paying 3 percent 
after 12 years, the death benefit is only 
a reasonable appreciation of his fund. 

An interesting comparison of cost and 
benefits of the federal pension and a 
private company’s elective annuity with- 
out refund after age 65 has been pre- 
pared by one company. This is calcul- 
ated on the basis of entering the U. S. 
plan Jan. 1, 1937. Any entrants after 
that date would, pay more. This tabu- 
lation, the figures in parenthesis indi- 
cating total contribution of both em- 
ploye and employer, is: 


A feature of the U. S. act appears to 
be that it will be possible for employers 
to qualify relatives and others not cus- 
tomarily on their payrolls for the mini- 
mum $15 monthly benefit by a minimum 
of work over a coparatively short pe- 
riod. This same provision, possibly, 
could be used by farm hands, domestic 
servants, casual labor, U.°S., state, etc., 
employes, and others who are not in- 
cluded in the act, to qualify for a mini- 
mum living wage in later years by a 
modicum of extra work for some em- 
ployer at nights and on days or after- 
noons off. * 


Wages Not Continuous 


The act states that the wage upon 
which the tax and benefit are calculated 
need not be continuous, but must not 
be over $3,000 annually and must have 
been paid on at least five days after 
Dec. 31, 1936, and before age 65, and on 
at least one day in each of five calendar 
years. : 

This provision would permit a person 
for only $36 total payment (his em- 
ployer likewise $36) to secure a $15 a 
month retirement pension. Starting Jan. 
1, he could arrange to work for five 
years at $600 a year, paying $6 tax in 
each of the first three years and $9 tax 
a year for the next two years. It thus 
appears possible for the head of a part- 
nership, sole proprietorship or small cor- 
poration to provide for his wife and 
other relatives annuities at 65 that in 
five months would repay the entire cost 
both to the head of the family and to 
his employes pro tem. If the person 
is now age 60 the law requires that he 
work some day each year up to 65 to 
qualify, but that could be easily ar- 
ranged. 

The greatest advantage in such an ar- 
rangement would come in the bracket 
including total earned wage of $3,000, 
for the retirement monthly income up to 
that sum is one-half of 1 percent. For 
total wage between that figure and 
$45,000, the benefit is*1/12th of 1 per- 
cent, and all over that 1/24th of 1 per- 
cent. The greatest benefit for the least 
cost thus can be secured in the first 
bracket. It is not unlikely that this 
advantage will be seen by many thou- 
sands of persons and turned to account, 
thus perhaps confusing actuarial com- 
putations on which the plan was founded 
by throwing many more persons into 
this class of benefit than were contem- 
plated. 

There is some thought today in the 
life insurance business that perhaps the 








Salary—$100 Per Month ($1,200 Annually) 








Elect. Annuity 


Mo. Life r No Refund Pension Ins. 65 
Income Federal Pension After 65 Males Males—100 Mos, Cer. 
Age at 65 Total Tax Ann. Prem. Total Ann. Prem. Total 
Dis secu snes $51.25 $1,260 ($2,520) $ 7748 3,097.20 $ 90.61— $3,624.40 
BO. ine ses 47.50 ,080 ( 2,160) 91.17 3,190.95 105.3 3,685.85 
Des accralnce 42.50 900 ( 1,800) 105.64 3,169.20 120.62 3,618.6 
__ See. 37.50 720 ( 1,440) 124.00 3,100.00 140.21 3,505.25 
ARE 32.50 540 ( 1,080) 148.90 2,978.00 166.92 3,320.40 
BUS Case ec 27.50 360 ( 720) 186.60 2,799.00 cece |) acenie 
Salary $150 Per Month ($1,800 Annually) 
Saree $61.25 $1,890, ($3,780) $ 92.50+ $3,700.00Y $108.29 - $4,331.60 . 
MR es Ses Sousa s 57.50 1,620 ( 3,240) 110.36 3,862.60 127.48 4,461.80 
eee 53.75 1,350 ( 2,700) 133.60 4,008.00 152.54 4,576.20 
| ae 50.00 1,080 ( 2,160) 165.33 4,133.25 186.95 4,673.75 
| ieee 42.50 810 ( 1,620) 194.70 3,894.00 218.28 4,365.60 
-, ee 35.00 540 ( 1,080) 237.42 3,561.30 es) Ls a ea ee 
Salary $200 Per Mouth ($2,400 Annually) 
BD abate cies $71.25 $2,520 ($5,040) $107.64 $4,305.60 $125.97 $5,038.80 
_ aA 66.25 2,160 ( 4,320) 127.15 4,450.25 146.88 5,140.80 
Mis. bios Wars 61.25 1,800 ( 3,600) 152.24 4,567.20 173.83 5,214.90 
ere 56.25 1,440 ( 2,880) 186.00 4,650.00 210.32 5,258.00 
| ees 51.25 1,980 ( 2,160) 234.75 4,695.00 263.22 5,264.40 
BUSe..sneey 42.50 720 ( 1,440) 288.30 4,324.50 Saisie! . iescecenelta 
Salary $250 Fer Month ($3,000 Annually) 
RE ae $81.25 $3,150 ($6,300) $122.75 $4,910.00 $143.65 $5,746.00 
| ae 75.00 2,700 ( 5,400) 143.95 5,038.25 166.28 5,819.80 
Pear 68.75 2,250 ( 4,500) 170.90 5,127.00 195.11 5,853.30 
) eS 62.50 1,800 ( 3,600) 206.67 5,166.75 233.69 5,842.25 
| yee 56.25 1,350 ( 2,700) 257.66 5,153.20 288.90 5,778.00 
__ ES 50.00 900 ( 1,800) 339.20 5,088.00 ne 





companies as a whole have not suffi; 
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ciently pushed the contracts furnishing 
old age incomes at 65. With the strong 
national emphasis on such an arrang. 
ment, it is feared by some executive 
that unless the companies do everything 
possible in this field there may be a ¢e. 
mand by the public for the federal goy. 
ernment to sell small vountary anny. 
ties “over the counter.” i 

It is difficult to find a private contrac 
that closely approaches the federal pro. 
tection. Nearly all companies selling 
annuities offer a choice between taking 
cash or income at maturity, and als 
guarantee 100, 108 or 120 months certaiy 
income payments. The U. S. plan oi 
fers no cash value at maturity, but only 
income. Some annuities offer no refund 
whatsoever. The U. S. plan lies some. 
where between the two extremes. Many 
companies quote annuities in terms oj 
$100 annual premium; others on the ba- 
sis of $10 income. Most annuities are 
non-participating, but some in outstand- 
ing companies are participating. 

Rather than to compete with the U. 
S. plan, the idea is being pushed that 
life insurance can fulfill its function in 
supplementing the government annuity, 

The Northwestern Mutual Life has 
prepared a table showing the amount of 
special retirement endowment at 65 
necessary to complete, with the U. $ 
benefit, guaranteed monthly income of 
$100, $125 or $150. Similar illustrations 
easily may be prepared applicable to 
the contracts of other companies. The 
tabulation is: 


a oo 

a bt Total Amt. Earned if 

. «» Ann, Sal. Assumed Is Soc. Sec. Act Pen. 
ieee (Not Over $3,000) Mo. An. Ben.—6i 
» & (1) 2) (3) (1) (2) = (3) 
- = $2,000 $2,500 $3,000 $ $ $ 

25 40 80,000 100,000 120,000 64.58 -72.92 81.25 
26 3 78,00 7,500 117,000 63.75 71.87 80.00 
27 «63 76,000 95,000 114,000 62.92 70.83 78.75 
28 37 74,000 92,500 111,000 62.08 69.79 77.50 
29 36 72,000 90,000 108,000 61.25 68.75. 76,25 
30 35 70,000 87,500 105,000 60.42 67.71 75.00 
31 34 68,000 85,000 102,000 59.58 66.67 73.75 
32 33 66,000 82,500 99,000 58.75 65.62 72.50 
33 32 64,000 80,000 96,000 57.92 64.58 71.25 
34 31 62,000 77,500 93,000 57.08 63.54 70.00 
35 30 60,000 75,000 90,000 56.25 62.50 68.75 
36 29 58,000 72,500 87,000 55.42 61.46 67.50 
37 28 56,000 70,000 84,000 54.58 60.42 66.25 
38 27 54,000 67,500 81,000 53.75 59.37 65.00 
39 26 52,000 65,000 78,000 52.92 58.33 63.75 
40 25 50,000 62,500 75,000 52.08 57.29 62.50 
41 24 48,000 60,000 72,000 51.25 56.25 61.25 
42 23 46,000 57,500 69,000 50.42 55.21. 60.00 
43 22 44,000 55,000 66,000 49.17 54.17 58.75 
44 2 42,000 52,500 63,000 47.50 53.12 57.50 
45 20 40,000 50,000 60,000 45.83 52.08 56.25 
Addtl. Male S.R.E. at 65 Ine. ($10 on a $1,000) 
ie ee Bringing Bringing Bringing 
ww © Col. (1) ol. Col. 

<0 to $100 (2) to $125 (3) to $150 
‘Savi 1st Yr. 1st Yr. ist Yr. 
at 1937 1937 1937 
\& bh Amt. Net* Amt. Net* Amt. Net 
25 40 $3,600 $82.19 $5,300 $121.00 $6,900 $157.53 
26 39 3,700 87.62 5,400 127.87 7,000 165.76 
27 «38 3,800 93.387 5,500 135.14 7,200 176.90 
28 37 3,800 96.98 5,600 142.91 7,300 186.30 
29 36 3,900103.47 5,700 151.22 7,400 196.3° 
30 35 4,000110.40 5,800 160.08 7,500 207.00 
31 34 4,100 117.88 5,900 169.63 7,700 921.38 
32 33 4,200125.83 6,000 179.76 7,800 233.69 
8 32 4,300134.50 6,100 190.81 7,900 247.11 
34 31 4,300140.52 6,200 202.62 8,000 261.44 
35 30 4,400150.52 6,300 215.52 8,200 280.5- 
36 29 4,500 161.37 6,400 229.50 8,200 297.6 
37 28 4,600 173.14 6,500 244.66 8,400 316.1! 
38 27 4,700185.93 6,600 261.10 8,500 336.2% 
39 26 4,800199.92 6,700 279.06 8,700 362,36 
40 25 4,800 210.72 6,800 298.52 8,800 poy 
41 24 4,900 227.16 6,900 319.88 8,900 ge 
42 23 5,000 254.20 7,000 343.28 9,000 441.30 
43 22 5,100 265.10 7,100 369.06 9,200 478.22 
44°21 5,300 292.61 7,200 397.51 9,300 Lig 
45 20 5,500 323.24 7,300 429.02 9,400 - 


*Continent upon payment of second 
premium. 


LEAD COMPANY’S NEW PLAN 
The National Lead Company air 
nounces that on Jan. 1, its existing pen 
sion plan will be revised to provide Te 
tirement incomes independent of and i 
addition to the old-age benefits paya le 
in the future by the government. , 
The company will terminate its exist 
ing pension plan, except as to pensions 
now being paid or which will become 
payable prior to that date under tne 
terms of the original plan. On Jan. |; 
(CONTINUED ON PAGE 26) 
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Free U. S. Security Pension 
May Endanger Whole Plan 





LINTON IN RADIO ADDRESS 





Takes Part with Executive Director 
Bane of Federal Board in “Town 
Meeting” Broadcast 





The huge pension reserve fund con- 
templated in the social security act is an 
obstacle to carrying out the program of 
adequate pensions to the people, M. A. 
Linton, president Provident Mutual Life 
and internationally known actuary, stated 
ina talk on the “American Town Meet- 
ing of the Air” program broadcast over 
the NBC blue network. He shared the 
hour with Frank Bane, executive direc- 
tor of the federal social security board, 
Mr, Bane explaining and defending the 
act and Mr. Linton declaring himself in 
hearty support of the underlying prin- 
ciples but criticising certain provisions 
which he felt would not work out in 
practice. 

Mr. Linton said it has been estimated 
the average pension paid in 1980 will be 
346 when total benefits will be about 
$3,500,000,000, but that is a long way off. 
The real problem lies in the next 20 
vears, he said. It is estimated that in 
i945 the average pension will be $19 and 
in 1955, $25; in 1965, $33. 


Urges Altering Allowances 


He suggested that without altering the 
1928 average it will be wise to lift pen- 
sions in earlier years to higher levels. 
The obstacle is the reserve theory, based 
upon an actuarial interest computation, 
which will require large appropriations 
from general revenue of the government 
to pay the interest on the reserve fund 
alone. This sum might better be used, 
he said, to increase benefits. 

He said that under the present plan 
general revenue probably never would 
be used to reduce the national debt; esti- 
mates are that the plan will be carried 
on 40 percent by interest and 60 percent 
by current receipts. 

“If we promise more than can be 
delivered without damage to the eco- 
nomic life of the future,” he said, “we 
shall bring forces into play that will be 
destructive of the security we are seek- 
ing to promote.” 


Believes in “Current Cost” 


Mr. Linton again by inference recom- 
mended the “current cost” plan which 
he has championed throughout the long 
discussion of social security. He urged 
that if the reserve fund were not used to 
buy the federal debt, the debt would 
be reduced by use of general revenue 
iunds, thus canceling interest and releas- 
ing revenue to supplement the payroll 
taxes. It might then be possible to 
begin paying the pensions before 1942— 
possibly in 1939. It might be proper to 
continue the 2 percent payroll tax for 
several years beyond its present three- 
year limit. After, say 10 billions of 
national debt had been paid off, the 
country might take stock. <A _ flexible 
arrangement is needed to permit adjust- 
ment to unforeseen changes. Free old 
age assistance took a prominent part in 
the discussion. He said this contribu- 
tory feature of the act should not be 
temporary, but intended to apply indefi- 
mtely to the large proportion of the 
igs not covered by the contributory 
plan, 

Mr, Linton expressed grave doubt 
that it was possible to make the con- 
tributory part of the plan work success- 
tully because of the free pension feature 
which, however, he admitted was a 
necessary part. The free pensions may 
have a tendency to reach substantial 
Proportions. Those who pay for their 
Pensions will begin to question the free 
Pension feature: to wonder why they 
have to pay while others get as much as 
or greater pensions for nothing. 

It is important to determine whether 
(CONTINUED ON LAST PAGE) 





Pacific Mutual Settlement 
Big Relief to the Business 





Insurance men_ generally will be 
greatly pleased that the affairs of the 
Pacific Mutual have been straightened 
out without recourse to reinsurance or , 
sale and that eventual complete mu- 
tualization of the company will result 
under the Carpenter plan which has 
now after several weeks’ hearings, been 
declared legal by Superior Judge Willis 
of Los Angeles. Now that the smoke 
of the battle has cleared away, and 
agents and others have returned to their 
homes, it is easier to get an idea of 
what has actually been taking place 
with regard to the company. 

The attempt of the Giannini interests 
to secure control was the high light. 
This plan would have prevented mu- 
tualization and would have resulted in 
two stock companies, one to take care 
of the unprofitable non-cancellable dis- 
ability business. Possibly the life busi- 
ness would have been reinsured in the 
Occidental Life, a subsidiary of the 
Trans-American Corporation, of both of 
which L. M. Giannini is president. 


Long Rivals in Field 


As far back as 1929, and earlier, dur- 
ing the expansion period, the Giannini 
interests and those headed by Messrs. 
Phillips and Cochran, chairman and 
president respectively of the Pacific 
Mutual, have been rivals in the finan- 
cial field in southern California. Many 
promotions of new enterprises were 
undertaken by both factions. The par- 
ticipation of Messrs. Phillips and Coch- 
ran in these promotions brought a sug- 
gestion of participation by the Pacific 
Mutual, in spite of what the other offi- 





cials of the Pacific Mutual could do to 
show that the company itself was being 


kept clear of speculative enterprises. 
Even as late as a few weeks ago there 
were rumors and stories that the Pa- 
cific Mutual’s troubles were not alone 
due to the non-cancellable disability, but 
that it had become involved in the fi- 
nancing of the Phillips and Cochran 
promotions and had suffered heavy 
losses in consequence. It was said that 
while heavy losses had been suffered in 
the non-can field this was not all of 
the story and it would be found that 
the company’s assets were largely im- 
paired through unsound investments. 
As a matter of fact, there appears to be 
nothing in these stories and while there 
are a few bad spots here and there in 
the company’s investments, as with 
most ether companies, there is very 
little loss that could be traced even in- 
directly to the company’s participations 
in Phillips’ and Cochran's enterprises. 

As to the non-cancellable disability, 
which was the backbone of contention, 
the maximum liability first announced 
under these contracts will be greatly 
scaled down and $16,000,000 is about 
the figure, in addition to what has al- 
ready been paid, which the company 
will probably have to pay as a definite 
loss under these policies. During the 
next 10 years all the profits from the 
regular commercial accident depart- 
ment, all those from the non-participat- 
ing business, and 10 percent of the 
profits or dividends of the participating 
business already in force will go to- 
wards the non-can deficit. The new 
participating business will be entirely 
free from any of the non-can obliga- 
tions. 

A conservative estimate is that at the 

(CONTINUED ON LAST PAGE) 








one. 


appreciated. 


THE PENN 


Independence Square 





Behind the Counter 


We have in mind a woman who for several years has been 
a member of our Cleveland Agency’s office personnel, and has 
seen it grow from small to one of our largest. 
three and a half years she has reinstated over $5,000,000 of 
business torn from the books by the depression. 
most of the policyholders personally or through correspond- 
ence, understands their problems, and gives them every pos- 
sible service, while adhering strictly to Company rules. 
$1,000 case she gives as much time and care as to a $100,000 
’ whether they lead to the office 
of the General Agent, desk of the Agent, the policyholder, or 
the Home Office. And, naturally, she is the idol of the Agents, 
and, what is just, her General Agent regards her, not as a 


She knows “all the ropes,’ 


routine clerk, but as a member of his executive staff. 


A few praising words occasionally for a clerical staff, in 
Company and Agency bulletins, is richly merited and deeply 


MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


During the last 


She knows ' 


Toa 


PHILADELPHIA 











Commissioner Gentry Won’t 
Resign from Arkansas Post 





HIS TERM HAS NOT EXPIRED 
Governor-elect Bailey Announced That 
Major M. J. Harrison Had Been 
Appointed to the Office 





LITTLE ROCK, ARK., Dec. 17.— 
Commissioner U. A. Gentry said that he 
will not resign when Governor-elect 
Bailey assumes office, but predicted that 
it will “take the legislature about 20 
minutes to change the law to kick me 
out.” 

Declaring that he has two more years 
to serve under the six-year appointment 
made by Governor Futrell in March, 
1933, Mr. Gentry said he will not resign 
for the convenience of the new admin- 
istration. He said the six-year term was 
provided in an act passed in 1927 to take 
the insurance department out of politics. 


New Appointment Announced 


Governor-elect Bailey announced two 
weeks ago that Maj. M. J. Harrison, 
Little Rock lawyer, who served as as- 
sistant insurance commissioner and as 
commissioner a short time several years 
ago, will be appointed to succeed Mr. 
Gentry. Major Harrison requested the 
governor-elect not to announce his ap- 
pointment until after the commissioners’ 
meeting, so that Mr. Gentry would be 
in no wise embarrassed, as it was really 
his “party.” 

Mr. Bailey declined to comment on 
the situaticn, but persons in close touch 
with his plans said a bill will be pre- 
sented to the legislature to change the 
term of the commissioner, probably to 
four years. Such procedure has been 
adopted by many previous administra- 
tions and the so-called non-political 
highway commission set up under the 
1929 highway codification law was 
ousted at the beginning of the Futrell 
administration by abolishing the old 
commission and setting up a new one. 


Indicates Intention to Stay 


At the closing session of the commis- 
sioners’ meeting at Hot Springs, Com- 
missioner Gentry as chairman of the 
committee on unauthorized insurance 
stated that he intended to gather infor- 
mation on the subject from every pos- 
sible source, would communicate with 
the commissioners and make a report at 
the annual meeting in Philadelphia. This 
indicated to the commissioners that he 
did not intend to leave office. 





November Sales Go Up 
1.9 Percent, Ordinary Off 











NEW YORK, Dec. 17—November 
life insurance production showed a gain 
of 1.9 percent, while the total for the 
first 11 months of this year is off 1.8 
percent, according to the Life Presi- 
dents Association. 

For November, new business of all 
classes was $709,051,000 against $696,- 
074,000 during November, 1935—an in- 
crease of 1.9 percent. New ordinary 
amounted to $429,081,000 against $451,- 
685,000—a decrease of 5 percent. In- 
| dustrial and group, however, showed in- 
creases. Industrial was  $236,846,000 
against $207,408,000, an increase of 14.2 
percent; group $43,124,000 against $36,- 
981,000, increase 16.6 percent. 

For the 11 months, the total new 
business was $7,842,210,000 against $7,- 
985,136,000, a decrease of 1.8 percent. 
New. ordinary was $4,858,745,000 
against $5,061,190,000, decrease 4 per- 
cent; industrial: $2,479,239,000 against 
$2,333,410,000, gain 6.2 percent, group 
$504,226,000 against $590,536,000, de- 
crease 14.6 percent. 

Ala., 


Coke S. Wright, Birmingham, 


manager of the Acacia Mutual Life, has 











been reelected grand master of the Ma- 
sons jin Alabama. 
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Stress. Income Approach in 
Business Cover, Expert Says 





MADURO AT MYRICK RALLY 
Partnership and Close Corporation In- 
surance Extensively Covered at 
Agency’s Sales Conference 





NEW YORK, Dec. 17.—Business 
insurance to buy out a decedent’s in- 
terest is sold for the same purpose as 
personal insurance—to provide income 
for dependents—and the settlement op- 

’ tion angle should be stressed just as 
strongly, D. B. Maduro, counsel New 
York City Life Underwriters Associa- 
tion, declared at the annual luncheon 
and sales conference of the J. S. Myrick 
agency of the Mutual Life of New 
York in New York City. 

Business insurance in such cases is 
to replace the income that, theoreti- 
cally at least, would have come from 
dividends paid by the corporation or 
partnership, he continued, adding that 
a good way to make the need of insur- 
ance vivid is to ask the prospects how 
much dividends they pay and whether 
dividends are paid at the expense of 
salaries when times are hard. Earnings 
of partnerships and close corporations 
are usually paid as salaries instead of 
dividends, while even in large corpora- 
tions the custom is to pay salaries at 
the expense of dividends, rather than 
the other way around. 


Insurance Makes Income Certain 


It makes no difference to the widow 
whether the income she gets comes 
from dividends or from the settlement 
options in a life insurance policy, but 
the latter is guaranteed, whereas the 
decedent’s partners may grow tired of 
paying dividends to one who countrib- 
utes nothing, and worst of all, there is 
no certainty that the business will pros- 
per enough to permit payments, no 
matter how willing the partners may be. 

Mr. Maduro said he had run into a 
number of cases where agents had 
overlooked the willingness of the pros- 
pects to consider business insurance 
from the income angle. He said he 
could not see why agents did not sell it 
on that basis, if the prospects want to 
buy it that way. 


Trust Official Speaks 


Vice-president H. F. Whitney of the 
Empire Trust Company said that an 
arrangement that is growing in favor is 
to set up the business insurance so that 
it is paid into a personal insurance‘ 
trust. General property is also placed 
under this trust, with resulting eco- 
nomics and simplification. 

Mr. Myrick reviewed the recent Life 
Presidents Association convention and 
gave some statistics indicating the con- 
tinued strong position of life insurance. 
Commenting upon newspaper items to 
the effect that the government is go- 
ing to push “baby bonds” for the small 
investor, he said that the 10-year single 
premium or annual premium endow- 
ment is a better buy than such bonds 
and could profitably be stressed by life 
agents. 


Discusses Dividends for 1937 


Associate Actuary J. B. Maclean dis- 
cussed the company’s dividend scale for 
1937, George Hofmann, associate 
agency manager, detailed some of the 
possibilities for business insurance 
coverage. Mrs. Anna Grad, agency ed- 
ucational director, told how to get in- 
formation from the prospect and how 
to turn this information into a power- 
ful sales stimulant. A sound picture of 
Professors Borden and Busse, New 
York university sales and public speak- 
ing experts, closed the meeting. 





Orlow H. Boies, statistican Associa- 
tion of Life Insurance Presidents from 
1907 to 1924, died at the home of his 
son in Chicago of heart disease, He 
was 81 years of age. 





Self-Analysis Idea Stressed in 
“All-Chicago Day” Program 





That the producer must constantly | 


practice self-analysis and take every ad- 
vantage of each of the day’s events was 
the keynote of the opening session of 
the first “All-Chicago Day,” conducted 
by the Chicago Association of Life Un- 
derwriters, which featured talks by Chi- 
cago Life men who have gained national 
recognition. A large audience attended. 

H. A. Behrens, president Continental 
Assurance, spoke briefly for the com- 
panies whose home offices are in IIli- 
nois. He praised the work of the as- 
sociation and the “All-Chicago” pro- 
gram, which is the first of its sort to be 
held in a large American city. 


Broaddus Gives Talk 


L. S. Broaddus, manager Guardian 
Life and chairman of the arrangements 
committee, stressed the necessity of effi- 
cient self-analysis. He said the pro- 
ducer should divide himself into four 
parts—as manager to plan his campaign 
and for the quality and quantity of his 
business; as secretary to go over his 
market and plan his contracts; as treas- 
urer, to decide what is financially best 
for him in planning what classes of peo- 
ple to see, and as salesman in working 
out practical interviews. 

Mr. Broaddus urged agents to be on 
the alert for contacts, saying this can 
be done most effectively through social, 
club or civic relations. He also cau- 
tioned producers against trying to close 
a sale on what is merely an “informa- 
tion” interview. 


Recalls Past Years 


Harry Anderson, assistant in the 
agency department of the Travelers, 
stressed the need for good merchandis- 
ing of life insurance. Agents should 
dwell on the income offered through 
life policies and annuities, showing how 
a decent living for one’s old age or for 
his widow can be arranged over a pe- 
riod of years. Daily events, such as 
news of financing can be used to demon- 
strate this. 

Louis Behr, Lustgarten agency, Equi- 
table of New York, in outlining his pros- 
pecting and approach, acted out a can- 
vass to show how an agent may have 
znswers to almost any question a pros- 
pect would ask, at his fingertips. 





C. B. Stumes, general agent Penn Mu- 
tual and vice-president Chicago associa- 
tion, spoke briefly to end the morning 
session. He cited the aids now given 
producers by companies, showing the 
development of a scientific life insur- 
ance business a contrasted to other days 
when an agent was handed a city direc- 
tory and told to go to work. 

President Frederick Bruchholz, agency 
director New York Life, presided 


Golden Opportunity Seen 


The golden opportunity of life insur- 
ance with return of good economic con- 
ditions and the value and power of 
women as life coverage buyers featured 
the afternoon meeting, which drew a 
larger crowd than the morning session. 

A. E. Patterson, vice-president Penn 
Mutual and recently resigned as presi- 
dent National Association of Life Un- 
derwriters, presided at the afternoon ses- 
sion. Awards were made to the 16 
agencies which have 100 percent mem- 
bership in the Chicago association for 
1937. 

President I. M. Hamilton, Federal 
Life, spoke on “Life Insurance Marches 
On.” He gave a forceful talks, show- 
ing the value of life insurance to the 
prosperity of humanity. 

. R. Hastie, Mutual Life of New 
York in his address disclosed that Chi- 
cago is “life insurance minded.” With 
the light of America’s national economy 
having turned from red to green, it is 
up to producers to step forward in 1937 
and make life insurance play its part in 
the nation’s progress. Intelligent plan- 
ning and continuity will do this, he said. 

Feminine Prospects Stressed 

The importance of feminine prospects 
and ways o1 bringing the life insurance 
message to them was discussed by Sara 
Frances Jones, Equitable of New York, 
on outstanding insurance women. She 
sketched the rise of the independent 
women and her economic importance, 
especially as related to life inscurance. 

A. J. Johannsen, Northwestern Mu- 
tual, compared “Yesterday and Today.” 
H. T. Wright, Equitable of New York, 
cutlined “What It Takes to Do a Job,” 
which closed the program. 

Honor guests included R. L. Davis, 

(CONTINUED ON PAGE 11) 








Advanced by Penn Mutual 








MALCOLM ADAM 





WALLIS BOILEAU, JR. 


Malcolm Adam was recently elected vice-president in charge of underwriting 
of the Penn Mutual and Wallis Boileau, Jr., was elected second vice-president in 


charge of agencies. 


Mr. Adam succeeds John V. E. Westfall, who is retiring. 


He has been connected with the Penn Mutual since 1911. 


Mr. Boileau has had the title of superintendent of agents, 


He has been 


connected with the Penn Mutual since 1914, 


Palmer to Be Headliner at 
University Teachers’ Meet 





MEET IN CHICAGO DEC, » 





Educational Problems to Be Considereq 
in Special Committee Reports— 
View Insurance Affairs 





The American Association of Unj- 
versity Teachers of Insurance will hold 
its fourth annual meeting in Chicago 
Dec. 28. The morning session will be 
devoted to problems of insurance edu- 
cation, with a discussion on current in- 
surance problems in the_ afternoon. 
Superintendent Palmer of Illinois will 
speak on the “Functions of a State In- 
surance Department” at the luncheon, 
In the afternoon the standard fire pol- 
icy and liability insurance will be dis. 
cussed. The program for the morning 
session follows: 

Report of the committee on standards 
and topics for courses in insurance: 
H. J. Loman, chairman, professor of in- 
surance, Wharton School of Finance & 
Commerce; E. L. Bowers, associate pro- 
fessor of economics, Ohio State Univer- 
sity; J. E. Partington, assistant profes- 
sor of commerce, State University of 
Iowa. 

Discussion: Alfred Manes, professor 
of insurance, Indiana University; S. H. 
Nerlove, associate professor of business 
economics, University of Chicago; J. B, 
Winslow, professor of insurance, Uni- 
versity of Toledo. 

Report of the committee on insurance 
dibliography: C. L. Parry, chairman, 
Metropolitan Life; G. L. Amrhein, Whar- 
ton School of Finance & Commerce; C.D, 
Spangler, assistant professor of eco- 
nomics, University of Nebraska. 

Informal discussion, 


Only One Committee Change 


T. M. Riehle, newly elected president 
of the National Association of Life Un- 
derwriters, to fill the balance of the 
term of A. E. Patterson, resigned, an- 
nounces that the only change in the 
setup of committees for the year would 
be his own elimination as vice-chairman 
of the committee on law and legislation, 
and the substitution in that position of 
Forrest L. Morton of New York City. 
C. Vivian Anderson of Cincinnati is 
chairman. 

President Riehle will retain his chair- 
manship of the agency practices commit- 
tee, and will, of course, become a mem- 
ber, ex-officio, of all standing and special 
committees. 


New Actuarial Club Active 


One of the most active actuarial 
groups on the Atlantic seaboard is the 
Middle Atlantic Actuarial Club at Wash- 
ington, D. C., which includes those inter- 
ested in this type of work who live in 
Maryland, Virginia and the District of 
Columbia. Papers are read by club 
members at each meeting, they being 
evenly divided between reports concern- 
ing ordinary and those concerning in- 
dustrial insurance, in addition to those 
of more general interest to life insur- 
ance people. ; 

Representatives of a large number of 
life companies whose home offices are 
in Washington or nearby cities now 
belong. Officers for this year are: C. A 
Taylor, Life of Virginia; A. Kenigson, 
vice-president; Florence A. Watts, Mon- 
umental Life, secretary-treasurer; and 
G. S. Clark, program chairman. The 
first president of the club, which was 
formed two years ago, was S. Z. Roth- 
schild, Sun Life of America. 


St. Louis Office Men Meet 


St. Louis life office managers and 
cashiers held a luncheon. Similar meet- 
ings will be held from time to time. 
R. J. Wanek, Northwestern Mutual Life, 
is chairman. 


F. G. Leslie, trustee of the Minnesota 





Mutual Life, died at his home in St. Paul, 
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Much Interest in Report 
Commissioner Hunt Gives 





WARNING NOTE IS SOUNDED 





cost of Insurance With Social Security 
Element Must Be Studied More 
Carefully, He States 





Commissioner Hunt of Pennsylvania 
at the closing session of the insurance 
commissioners convention held at Hot 
Springs, Ark., touched on two classes 
of insurance with a social security as- 
pect, viz., industrial life and workmen’s 
compensation insurance, both having to 
jo largely with people of lesser in- 
comes. He stated very bluntly that they 
really belong to the category of gov- 
emmment insurance and predicted, if cost 
to buyers is not studied with greater 
care and reduced, the time will come 
when the government may take both 
over under its social security program. 


Effect on Private Enterprise 


The advent of social security as a 
government function, he said, will here- 
after bar the most human forms of in- 
surance dealing with people in the lower 
brackets from private enterprise. 

He asserted that 59% percent of all 
the people here eligible for gainful em- 
ployment in the best years of prosperity 
in 1928 and 1929 earned less than $2,000 
a year. Commissioner Hunt averred 
that all forms of insurance giving pro- 
tection to the wage earners and in fact 
with all with rather small incomes will 
more and more become a governmental 
function. 


Washington National Has 
Gala Week in New Home 


The Washington National was in 
party dress this week for its agency 
convention on its 25th anniversary in 
its handsome new home office building 
in Evanston, suburb of Chicago. About 
200 field representatives were in Evans- 
ton for business sessions and banquet 
and while they were in the city, Wash- 
ington National held open house, dur- 
ing which hundreds of well wishers 
thronged the new building, chatted with 
officers and examined the layout. Here- 
tofore Washington National has been 
located in Chicago, just across the line 
from Evanston. 

On the seventh floor, where the ex- 
ecutive offices are located, a small room 
was equipped to represent the original 
home office quarters, with the original 
toll top desk, old fashioned typewriter, 
ledger book, etc. This attracted much 
attention. 





Commissioner McClain Talks 


The banquet was held Monday eve- 
nng. President G. R. Kendall was 
toastmaster and Commissioner McClain 
of Indiana gave the principal talk in a 
light and humorous vein. H. N. Luk- 
ens, general counsel, presented 25 year 
medals to Chairman H. R. Kendall, 
Vice-president L. B. Hoge of San Fran- 
tisco and N. R. Glenn of Atlanta. The 
dinner was followed by a dance in 
which all home office people partici- 
pated, 

Vice-president James F. Ramey pre- 
sided at the Tuesday morning session. 
There was a showing of the film “Ho 
Hum,” which has been arranged by the 
tam of Borden & Busse. Hugh D. 
Hart, who is well known to the busi- 
ness and has been with the Washington 
National at Memphis for about a year 
4 special ordinary representative, made 
4 talk. Another speech was made by 
. C. Burgess, Chicago agent. In the 
tarly afternoon divisional and depart- 
Mental sessions were held until it was 
time for the open house reception. For 





this occasion the lobby was lined with 
flowers, given by friends, and the ex- 
ecutives’ offices were also banked with 
flowers. 

The convention ended Wednesday 
morning with departmental meetings. 
Washington National occupies the en- 
tire building except for the store space. 
It is located in Church street in the 
down town shopping district of the 
suburb. It is a thoroughly modern 
structure. The offices of the executives 
are equipped with new furniture. Wash- 
ington National will show an increase 
in assets of about $1,000,000 this year 
and an increase in premiums of about 
the same amount. 











Colorado Decision Aids in 
Checking on Benefit Outfits 


DENVER, Dec. 17—The Colorado 
supreme court has upheld the right of 
the secretary of state to pass on the 
legality of proposed mutual benefit com- 
panies. The decision was given in con- 
nection with a mandamus action brought 
by the People’s Mutual Benefit Associa- 
tion in an attempt to force Secretary of 
State Saunders to grant the organization 
a charter under the nonprofit insurance 
law. Mr. Saunders, defended by the 
attorney-general, lost the case in the 
lower courts but won in the supreme 











court. The high court’s decision held 
that Mr. Saunders had been right in 
not granting the charter because the 
mutual benefit had failed to specify the 
details of the nature of its business and 
proposed method of operation. 

This decision is considered highly im- 
portant because it will enable the attor- 
ney-general’s office to decide before Mr. 
Saunders grants a charter whether or not 
any proposed mutual benefit actually 
comes under the non-profit law. In the 
past, it is charged, many promoters do- 
ing a full-fledged insurance business have 
been evading insurance department 
regulations and taxes by masquerading 
as non-profit organizations. 





Pilot Life Commended 








DAN C. BONEY 





DCB:T 


Biaxte of North Caroli 
Sneurance Department 
Raleigh 


October 22, 1936 


Pilot Life Insurance Company 
Greensboro, N.C. 


Gentlemen: 


I have just completed a review of the 
recent report of examination made by this State and 
in which we were assisted by the States of Virginia 
and South Carolina. 


This report discloses that your company 
has enjoyed a very steady and conservative growth and 
has increased its insurance in force and assets very 
materially since the last examination three years ago. 
The report shows the company has admitted assets as of 
June 30, 1936, of $15,872,936 valued upon a conservative 
basis and which is a very substantial increase since the 
date of the last examination. 
condition of your company is excellent and the examiners 
report that your treatment of policyholders has been 
fair and equitable and that your obligations have been 
met promptly. 


I desire to compliment the officers and 

personnel upon the splendid progress shown by this report 
as it is very complimentary and indicates a very success- 
ful future for your company under the splendid management 
which it has and does enjoy. 


Yours very truly, 





C. BONEY 
Insurance Commissioner 


The present financial 
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PILOT LIFE INSURANCE COMPANY 


Greensboro, North Carolina 


Emry C. Green, President 
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A CLEAN SLATE FOR 1937 





Nineteen thirty-seven opens ahead of us— 
new, clean, awaiting our action for greater 
accomplishment. Let the passing of the 
old year be more than a time for joyous 
celebration. Let it be a time for taking 
stock. Let it be the occasion for a new 
start. Most of all, let it be a period of 
re-dedication to the colossal job that still 


remains for life insurance to do. 


~ PROVIDENT MUTUAL 


~ Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 


Equitable of N. Y. School 
Capitalizes Social Security 


TAXES ALSO AN OPPORTUNITY 


Aim Is to Shorten Customary Lag of 
Insurance in Following Gen- 
eral Business Recovery 


NEW YORK, Dec. 17.—With the 
aim of cutting down the customary lag 
by which life insurance production re- 
covery follows general business im- 
provement, the Equitable Life of New 
York’s Greater New York department 
is conducting an intensive school from 
3:30 to 6 p. m. each day for two weeks, 
with 145 general agents, managers, unit 
managers and leading personal pro- 
ducers attending. It is conducted by 
Dr. George B. Van Arsdall of the home 
educational department. 

According to Harold J. Rossman, de- 
partmental superintendent of agencies, 
there is still a lingering thought in the 
minds of many life insurance people 
that America has not yet rebounded 
completely from the depression. It is 
altogether too likely, he feels, that they 
will gear their selling tactics to the 
depression type of sales conditions and 
will not realize how great the improve- 
ment in business has been until it 
dawns on them that actually recovery 
has been here for quite a while. 


Capitalizing Social Security 


The purpose of the school is to show 
primarily how best to capitalize on the 
stimulus to thrift and foresight that 
the social security act has given and 
second, to show what opportunities 
there are for insurance in connection 
with taxes, both business and personal. 
The school is enabling this to be done 
in an organized manner, rather than let- 
ting each man figure out these oppor- 
tunities for himself. 

The school is not confined to strictly 
life insurance speakers. Outside talent 
has been freely drawn upon, for ex- 
ample, Prof. L. Mursell, author of 
the best seller “Streamline Your Mind.” 
The opportunity that is ahead should 
make 1937 the biggest production year 
since the peak year, Mr. Rossman be- 
lieves. : 


Ohio State Managers Confer 


Plans for the coming year were out- 
lined at a meeting of the executive com- 
mittee of the Managers Association of 
the Ohio State Life in Columbus. L. A. 
High, Columbus, chairman of the group, 
presided. 





Read “Why Not Try It” by Thierbach. 
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Canadian Dies 












































B. ARTHUR DUGAL 


MONTREAL, QUE., Dec. 17.—B, 
Arthur Dugal, superintendent of insur- 
ance for the province of Quebec, died at 
his home in Quebec City Tuesday. He 
was 64 years of age and had been in ill 
health for the past three months. 

He had made valuable contributions 
toward better control and administration 
of insurance matters in Quebec and won 
praise for his efforts to adjust differ- 
ences existing between provinicial and 
federal governments as to who had 
jurisdiction in insurance matters. 

He entered the service of the Quebec 
insurance department in 1925, was made 
an inspector the following year and was 
appointed superintendent in 1929. He 
had been president of the Canadian As- 
sociation of Insurance Superintendents 
and at the time of his death was the 
vice-president. His wife and two daugh- 
ters survive. 




























Durgin Commissioner in Maine 
Edward S. Durgin, a fire and casualty 





agent of Lewiston, Me., has been ap- 
pointed commissioner in his state by 
Governor Brann, but it appears that this 
is a more or less honorary appointment. 
It is not believed that the governor's 
council will confirm Mr. Durgin’s ap- 
pointment and that shortly after Jan. 1, 
Governor-elect Barrows will make an- 
other appointment. Mr. Durgin gradu- 
ated from Dartmouth College in 1907 
and has been engaged continuously in 
the insurance business at Lewiston since 
then. W. D. Spencer has been the com- 





$2. Order from National Underwriter. 


missioner in Maine. 








THE WEEK IN INSURANCE 








Action on pension plans for agents de- 
ferred pending decision on status under 
social security act. Pagel 


‘< *K * 
T. G. and W. L. Murrell_join Mutual 
Benefit Life to supervise Pacific Coast 
territory. " Pagel 
* 


Increased use of settlement options in 
business cases brings danger of inad- 
vertently signing away important rights. 

Pagel 
ck ok 


Commissioner U. A. Gentry of Arkan- 

sas takes position he has two more 

years to serve. ” Page 3 
* 


Program announced for American As- 
sociation of University Teachers of Insur- 
ance meeting Dec. 28 in Chicago. 


i) ape 
Commissioner Hunt of Pennsylvania 
sounds warning on workmen’s compen- 
sation and industrial life insurance. 
Page 5 
* oo OK 


Some brevities on the meeting of the 
insurance commissioners. Page? 
* * * 


Page 4 





















Large dividend increase announced by 
Mutual Life of New York. Page 21 





Equitable Life of New York runs 
school to prepare for sales opportunities 
offered by improved —— Page 6 

ake Ak 

Agents are urged to stress the income 
angle in business insurance cases, al 
sales conference of J. S. Myrick agency 
in New York City. Page 4 

* ok 

Radio debate on social security act 
engaged in by M. Linton, president 
Provident Mutual and champion of “cur- 
rent cost” plan, and Executive Director 
Bane of Social Security Board. Page3 

* OK OK 2 

Cedar Rapids Life reinsurance_ 10 
United Benefit Life of Omaha as 0 arr 
31 approved by stockholders. Page 1 

. a ae 


Illinois territory divided_by Penn Me 
tual with resignation of General Agen 
Patterson, Royer and Schnell named ge. 
eral agents. : ‘ Page 1 

X 


Metropolitan Life will bring out new 


industrial policies with nonforfeiture 

values after six months, cash values 

after five years. - Page 
*x 


Agents’ self-ratings on five basic i 
tors found to correlate definitely oT 
their success as producers. Page 
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Caught on the Fly at 


Commissioners’ Muster 
Ernest Palmer of Illinois, president 
National Association of Insurance Com- 
missioners, surprised all with what he 
has accomplished within his five 
months’ tenure of office. Before elec- 
tion to the presidency he brought about 
the redrafting and modernizing of the 
constitution and by-laws, he rewriting 
the entire draft. At the meeting in Hot 
Springs, Ark., he insisted on open meet- 
ings. He started the machinery for an 
executive secretary and permanent 
headquarters. He demanded regular re- 
ports from all committees. His sugges- 
tions were all embodied in the executive 
committee’s report which was approved 
without discussion. Mr. Palmer as a 
presiding officer displayed his ability, 
versatility, wit and poise. 
Ok 








The two negative votes against the 
Carpenter plan for rehabilitating the 
Pacific Mutual were cast by Yetka of 
Minnesota and Boney of North Caro- 
lina. 

* * * 

Ss. W. Philpott, secretary of the Okla- 
homa Insurance Board, attended his first 
commissioners’ meeting. 

* £ 

Commissioner Hunt of Pennsylvania 
received a wire from the Bellevue Strat- 
ford, Philadelphia, stating it would ac- 
commodate the annual meeting June 21 
to 23. Some objected to the date and 
desired the meeting earlier in the month, 
so the subject was left with the execu- 
tive committee. 

* * x 

At the midnight supper given by the 
National Equity Life at the Belvedere 
Club, Secretary D. R. McClurg had three 
fellow insurance course collegians from 
the University of Michigan present, Vice- 
president John H. Evans, Ohio National 


Life; L. J. Kalmbach, Lincoln National 
and Lloyd Thompson, Indiana depart- 
ment. 

* 2 <£ 


Vice-president J. B. Branch of the Sun 
Life of Canada, and Mrs. Branch, at- 
tended. 

“ & * 

President A. Morgan Duke of the Gulf 
States Life of Dallas, President E. P. 
Greenwood of the Great Southern Life, 
and Executive Vice-president B. War- 
kentin of the American National repre- 
sented their state. 

* * * 

H. C. Schmidt of Nevada, who was 
present at this meeting, being the in- 
surance commissioner, stated that he 
held 12 official titles, having jurisdiction 
over that many departments. 

* * * 

Mrs. M. L. Fairchild, efficient Nebraska 
deputy representing her state, has been 
in office for 20 odd years and she is very 
well-known. 

* * 

H. L. Thomas, vice chairman of the 
reception committee, is president of the 
Pyramid Life of Little Rock. 

* * * 

The Western Conference of Insurance 
Commissioners met, presided over by 
Earle of Oregon with Ham of Wyoming 
as secretary. The Pacific Mutual situa- 
tion was discussed and full approval was 
given the convention examination plan 
Provided for at the St. Paul meeting. 

* * x 
_ Bowen of Ohio stated he was perhaps 
ma different position with regard to the 
Pacific Mutual from any other commis- 
Sloner as he carries a “noncan” policy 
and as an agent sold many such to 
clients, 

* * * 

BlackaH of Connecticut presented the 
vote of thanks to Arkansas, saying it 
was the first commissioners’ meeting 
ever held in the state. 

* kx * 

The umiform code committee will 
gather information from all states now 
in process of formulating codes or those 
having recently having such passed and 
will disseminate the data to all members. 


* 

The visiting women were taken on an 
automobile trip and were entertained at 
a bridge luncheon. 

* * * 

Miss Alta Smith of Hot Springs, who 
was on the publicity committee, is a 
Well known newspaper woman and is 
Publicity director of the local chamber 





Gentry Submits New Bill 


on Unauthorized Insurance 
SEEKS ACTION NEXT JUNE 


Arkansas Commissioner Sends to Mem- 
bers of Committee Copies of Revised 
Statute That Is Proposed 


At the St. Paul meeting of the Na- 
tional Association of Insurance Commis- 
sioners the insurance committee of the 
American Bar Association presented a 
proposed bill to the unauthorized insur- 
ance committee for its approval and 
recommendation to the several states for 
adoption, looking toward the curbing of 
unauthorized insurance underwriting. 

Later on, after further consideration 
given to the bill, it was determined that 
the act might be declared unconstitution- 
al and they revised the proposed act 
which was to be submitted to the unau- 
thorized insurance committee at the Hot 
Springs meeting. 

Commissioner Gentry of Arkansas, 
chairman of the committee, reported to 
the association that he would send a 
draft of the bill to each of the members 
of the committee for their study, and to 
any other interested parties, with a view 
of the matter being presented to the 
committee at its next meeting in June. 

The bill reads as follows: 

“No insurance agent or insurance 
broker, authorized to transact business 
in this state, shall make, write or place 
or cause to be made, written or placed, 
or solicit, or in any manner advise or 
assist in negotiating or effecting any 
policy, duplicate policy, or contract of 
insurance of any kind or character, upon 
persons or property in any state, terri- 
tory or district of the United States, in 
any insurance company or other insurer, 
not authorized to transact business in 
each and every such state, territory or 
district, wherein the property or risk, 
or any of it, is located. 

“The provisions of this act shall not 
apply to contracts of reinsurance, nor to 
contracts of insurance covering risks of 
transportation and navigation. 

“If the insurance commissioner finds, 
after notice and hearing, that any agent 
or broker has violated the provisions 
hereof, he shall immediately revoke the 
license or other authority of such agent 
or broker to engage in business in this 
state, either directly or indirectly, and 
shall not renew or relicense such agent 
or broker for a period of three years 
from the date of such revocation.” 








of commerce. Her great ambition is to 
have Hot Springs become the celebrated 
Spa of this country. 
; * 


* * 
Guy MeDonald of San Francisco, asso- 
ciate editor “Insurance Field,” was 


present as the press representative of 
the California department. 
* * * 

Commissioner Hammond of Delaware 
and Mrs. Hammond were popular people 
at the convention. 

* * * 

The Arlington gave each conventioneer 
a complimentary ticket for one bath and 
treatment at the governmentally con- 
trolled baths. 

*x* kK * 

The audience was taken by surprise 
at the usual calm Pink of New York in 
his vigorous defense of his position on 
the convention examination system. He 
spoke with deep feeling, courage and 
vehemence. There was no mistaking his 
stand. Superintendent Pink has gained 
in ease and fluency of expression since 
he came into his position. 


Ward Savannah Manager 


B. G. Ward has been promoted from 
field superintendent at Houston to man- 
ager at Savannah, Ga., by the Washing- 
ton National. 





William R. Gardner, supervisor of the 
Atlantic Life, has been elected president 
of the Richmond alumni chapter of 
Hampden-Sidney College. 

















LIFE 
PROVIDES ITS FIELD MEN WITH: 


THE LINCOLN NATIONAL 


The Salary Continuance 
Plan 


The LNL Salary Continuance plan has taken 
hold. Its simplicity appeals to the agent and the 
prospect. It continues an income to the family if 
the breadwinner dies; continues an income to the 
breadwinner himself if he lives. 


With this plan in a sales kit so simple, so definite 
and so understandable that it has an appeal to a 
wide class of prospects. LNL men have profited 
from this sales package. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Maintains $1 Branch Offices. 





ITS NAME INDICATES ITS CHARACTER 
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Vermont 
Background 


















































re EGS ON ig tat? y 
ie ee : 
One of the first industries in the United States was ‘‘sugaring.’? Vermont 
continues to lead all other States in the production of maple sugar products. 





The National Life will continue in 
1937 its advertising in Saturday 
Evening Post, Time and Atlantic 
Monthly. 


The Company has enjoyed a year 
of good business and it extends 
to the National field force and 


to other companies and agents 
Greetings of the Season 
NATIONAL LIFE 


INSURANCE COMPANY 
Home Ofte \T KR MONT 


A Mutual Company, founded in 1850, 
“as solid as the granite hills of Vermont.”’ 















Are Announced 


Social Security Regulations 





Official regulations regarding federal 
old age benefits under the social security 
act are now available. No ruling is in- 
cluded specifically on the status of in- 
surance agents. There has been much 
argument on whether insurance agents 
are employes or independent contrac- 
tors. Regulations that appear to have a 
bearing on this question are found in 
several places. 


Questions and Answers 


Questions and answers prepared’ by 
H. L. McCarthy, director of the social 
security board in the region comprising 
Illinois, Indiana and Wisconsin, also 
may throw some light on the matter. 
Three of these are as follows: 

“Q.—I work on a commission basis 
for one firm. Do I come under the so- 
cial security act? A—yYes. A commis- 
sion is a wage under the strict inter- 
pretation of the act. However, allowance 
is made for deductions for what may be 
properly termed expenses. 

“Q.—I am a janitor and work for five 
different employers. Shall I fill out five 
application blanks? A.—Yes. But on all 
but one fill out question No. 14, which 
asks whether you have previously filled 
out other blanks. 

“Q.—I take in sewing from a hotel. I 
also do some sewing for some of my 
neighbors. Should I fill out an applica- 
tion blank? A.—No. If your hours of 
employment are your own, you are, with 
respect to the hotel, a contractor, hence 
self-employed. Self-employed persons 
are not eligible for old age benefits.” 

“Q.—I work for my husband, who has 
an insurance office. I draw no salary. 
Do I come under the act? A.—Since 
you draw no income, you are practically 
self-employed and are not affected by 
the act. And if your husband handles 
several insurance accounts and operates 
independently, he, too, is self-employed 
and therefore excluded.” 

Regulations that might bear on the 
construction regarding agents, brokers 
and solicitors include the following: 
“Sec. 811 (b) The term ‘employment’ 
means any service of whatever nature, 
performed within the United States by 
an employe for his employer, except— 
“(1) Agricultural labor. 

“(2) Domestic service in a_ private 
home. 

“(3) Casual labor not in the course of 
the employer’s trade or business. 

“(4) Service performed by an_indi- 
vidual who has attained the age of 65.” 
There are five more exceptions relat- 
ing to service on vessels, in employ of 
the United States, or of a state, or of a 
political subdivision, and employes of re- 
ligious and charitable institutions. 


Definition of Employe 


“Article III. Who are employes.— 
Every individual is an employe within 
the meaning of Title VIII of the act if 
he performs services in an employment 
as defined in Sec. 811 (b). 

“However, the relationship between 
the person for whom such services are 
performed and the individual who per- 
forms such services must as to those 
services be the legal relationship of em- 
ployer and employe. Generally such 
relationship exists when the person for 
whom services are performed has the 
right to control and direct the individual 
who performs the services, not only as 
to the result to be accomplished by the 
work, but also as to the details and 
means by which that result is accom- 
plished. That is, an employe is subject 
to the will and control of the employer 
not only as to what shall be done, but 
how it shall be done. In this connection, 
it is not necessary that the employer 
actually direct or control the manner in 
which the services are performed; it is 


es 


portant factor indicating that the person 
possessing that right is an employer, 
Other factors characteristic of an em- 
ployer, but not necessarily present jn 
every case, are the furnishing of tools 
and the furnishing of a place to work, to 
the individual who performs the services, 
In general, if an individual is subject to 
the control or direction of another 
merely as to the result to be accom- 
plished by the work and not as to the 
means for accomplishing the work, he 
is an independent contractor. An indi- 
vidual performing services as an inde- 
pendent contractor is not as to such 
services an employe. 


Independent Contractors 


“Generally, physicians, lawyers, den- 
tists, veterinarians, contractors, sub- 
ccntractors, public stenographers, auc- 
tioneers, and others who follow an 
independent trade, business, or profes- 
sion, in which they offer their services 
to the public, are independent contrac- 
tors and not employes. 

“Whether the relationship of employer 
and employe exists will in doubtful cases 
be determined upon an examination of 
the particular facts of each case. 

“If the relation of employer and em- 
ploye exists, the designation or descrip- 
tion of the relationship by the parties as 
anything other than that of employer 
and employe is immaterial. Thus, if such 
relationship exists, it is of no conse- 
quence that the employe is designated 
as a partner, coadventurer, agent, or in- 
dependent contractor. 

“The measurement, method, or desig- 
nation of compensation is also imma- 
terial, if the relationship of employer and 
employe in fact exists. 


No Distinction Is Made 


“Title VIII of the act makes no dis- 
tinction between classes or grades of 
employes. Thus, superintendents, man- 
agers, and other superior employes are 
employes. An officer of a corporation 
is an employe of the corporation, but a 
director, as such, is not. A director may 
be an employe of the corporation, how- 
ever, if he performs services for the cor- 
poration other than those required by 
attendance at and participation in meet- 
ings of the board of directors. 

“Article IV. Who are employers.— 
Every person is an employer who en- 
ploys one or more individuals in an 
employment, that is, for the perform- 
ance within the United States of services 
not specifically excepted. The number 
of individuals employed by the employer 
and the period during which any such 
individual is so employed is immaterial. 
“Article XIV. Wages.—The term 
‘wages’ means all remuneration for em- 
(CONTINUED ON PAGE 26) 








EXCELLENT BACKGROUND AS 
PERSONAL PRODUCER AND 
DISTRICT SUPERVISOR, 
SEEKING A POSITION AS 
MANAGER OR A _ GENERAL 
AGENT WITH THE PROPER 
SET-UP IN A PROGRESSIVE 
COMPANY. 


This man has had thirteen years in Life 
Insurance business; one of the outstand- 
ing personal producers and a member of 
the highest honor club and others in his 
Company. His unit has paid for better 
than one-half million dollars this year. 
Is in his early thirties; married, does not 
owe his present Company a dollar. Is 
footloose, can move within reasonable 
time. 


If you want this man ADDRESS D-97, 
NATIONAL UNDERWRITER 





sufficient if he has the right to do so. 




















The right to discharge is also an im- 
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Pennsylvania Congress of 
Supervisors Draws Crowd 





SESSIONS HELD AT HERSHEY 





Two Days of Talks on “Organizing for 
1937,” With Prominent Speakers 
on Program 





The second annual congress of the 
managers and supervisors of the Penn- 
sylvania State Association of Life In- 
surance Agents at Hershey, Pa., last 
week was a big success, with an attend- 
ance of nearly 100. Many noted speak- 
ers were on the program, which was 
on the subject, “Organizing for 1937.” 
The congress lasted two days, with a 
diferent chairman at each session. The 
chairmen were Earl H. Schaeffer, gen- 
eral agent, Fidelity Mutual at Harris- 
burg; G. E Flock, general agent 
Mutual Benefit at Williamsport, and 
president Pennsylvania Association of 
Life Underwriters; A. B. Levy, general 
agent Equitable of New York at Phila- 
delphia Association of Life Underwrit- 
ers; and S. E. Webster, general agent 
Provident Mutual at Pittsburgh and 
president Pittsburgh Association. 


Prominent Speakers on Program 


The speakers included Paul Speicher, 
managing editor, Insurance R & R; 
Charles J. Zimmerman, general agent 
Connecticut Mutual, Newark, N. J.; 
Thomas G. Murrell, general agent Con- 
necticut General, New York City; Clar- 
ence G. Metzger, superintendent, Ed- 
ward A. Woods Co., Pittsburgh; Irvin 
Bendiner, agent New York Life, Phila- 
delphia; Abner Thorp, Jr., editor, Di- 
amond Life Bulletins; Malcolm L. Wil- 
liams, assistant manager of agencies, 
Provident Mutual; Howard A. Ford, 
secretary, Sales Managers’ Association 
of Philadelphia; Clifford L. McMillan, 
general agent Northwestern Mutual, 
New York; Vincent B. Coffin, superin- 
tendent of agencies, Connecticut Mu- 
tual. 

The subjects covered included, “Cur- 
rent Recruiting Trends,’ “The Organ- 
ized Manager,” “What the Prospective 
Agent Wants to Know,” “What the 
General Agent Expects of the Agent,” 
“What the Agent Expects of the Gen- 
eral Agent,” “The Agent Organized,” 
“What Have We to Offer,” “Why Men 
Buy,” “Career Underwriting,” and 
“Teaching Men.” 


Three Promotions Are Made 
by the Confederation Life 


Three official changes in the home of- 
fice have been made by the Confedera- 
tion Life of Toronto. G. J. Kotzen- 
meyer, former supervisor of education 
and conservation, becomes assistant su- 
perintendent of agencies. He will con- 
tinue in charge of education and con- 
servation. He has been with the com- 
pany 25 years. W. A. Hand, formerly 
in the field service division, agency de- 
partment, becomes registrar in that de- 
partment. John Law, former registrar, 
agency department, is promoted to as- 
Sistant secretary. He has been connected 
with the head office for 24 years. 





Trailer Answer to Prayer 


The Federal Motor Truck Company 
of Detroit has been sending out some 
publicity, claiming that the automobile 
home trailer is the answer to the life 
insurance agent’s prayer. With a coach 
trailer, a retired couple can live “glor- 
lously” on $100 a month, the truck 
Company states, and so the trailer 
Should be a great aid in selling retire- 
ment income policies, annuities and en- 
dowments. 





“Life Insurance and the Federal Tax 
Laws”—authoritative 44-page booklet 
50c. Order from National Underwriter. 








Joseph Futz Blossoms Out 
in the Realm of Poetry 








EIGHTY-FOUR, PA. Dec. 17.— 
Members of this celebrated community 
were highly honored this week by the 
receipt of handsome Christmas cards 
from Joseph Futz, robust and stirring 
life insurance underwriter. Joseph de- 
vised a very clever scheme. He had a 
four face card. On the front page ap- 
pears the words “Merrie Christmas.” 
Also there is almost a living likeness of 
Joseph taken in evening clothes with a 
long tailed dress coat. This was taken 
in Pittsburgh when Joseph was attend- 
ing the great insurance convention there, 
he renting the suit at the photographer’s 
to get his picture taken. 

On the second page appears, “A mes- 
sage to policyholders, prospects, neigh- 
bors, friends, distinguished and eminent 
insurance executives.” 

On the third page is an original poem 
by Mr. Futz. No one dreamed that Mr. 
Futz possessed ability of this high char- 
acter and noble form. 

On the last page is a picture of Santa 
Claus driving reindeers hitched to a 
sleigh. 

The printing was done by Master 
Willie Krueger on his little press that 
was given to him as a birthday present 
and which he denominates “The Eighty- 
Four Stream Lined Press.” The original 
poem by Joseph Futz reads: 

A MESSAGE FROM JOE FUTZ 
I send this Christmas greeting 
To all my friends and pals, 
Relations and acquaintances— 
Men, women, boys and gals. 
Joe Futz is happy at this time 
And so he’s making up this rime. 
He wants you to beconscious of Joe Futz, 
The agent who has got the guts 
To do the work and write the biz, 
Irregardless of what the risk is. 
If you’ve got anything 
That needs to be protected 
And it’s something that’s so tough 
To write that it has been rejected 
By every agent in the town, 
Just come to old Joe Futz, 
He will cover it right away for you; 
With no ifs, ands, or buts. 
So don’t do a thing on insurance 
Until you get quotations from Joe, 
Which will make you feel 
So pleased with the deal 
You will want to shout yo ho ho! 
Oh, Christmas time it is the nuts, 
So please be happy with Joe Futz. 


Kemp Meets With Agents 


SAN FRANCISCO, Dec. 17.—All 
northern California general agents and 
district managers of the Pacific Mutual 
Life were in San Francisco Dec. 15 to 
meet with President A. N. Kemp, Vice- 
president D. C. MacEwen and W. R. 
Hoefflin, western agency supervisor. 
This was the first of a series of meet- 
ings which President Kemp will attend 
in various sections of the United States 
the next two months. On these trips 
he will be accompanied by one or more 
other company officials. 

The executive trip is to be made in 
the interest of the new Pacific Mutual 
Life’s program for the future, follow- 
ing the recent approval by the superior 
court of Los Angeles and the National 
Association of Insurance Commissioners. 


Exempt Commission Agents 


COLUMBUS, O. Dec. 17.—The 
Ohio senate in passing the state unem- 
ployment insurance bill adopted a reso- 
lution which had been presented by 
Senator John A. Lloyd on behalf of the 
Ohio Association of Insurance Agents 
of which he is secretary, and other in- 
surance organizations, which provides 
that an agency or employment com- 
pensated on a commission basis by one 
or more principals, where the agent or 
employe is master of his own time and 
efforts and where his remuneration 
wholly depends on the amount of ef- 
fort he chooses to expend, shall be 
exempt from the provisions of the act. 
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® That headline and its accompanying picture 
strike right to your prospects’ hearts. Reaching 
fathers at the time of year when they’re thinking 
most fondly of their own youngsters, this power- 
ful advertisement will put over with special 
impact the need for life insurance that provides 
money every month. 


With this full-page advertising in national 
magazines to pave the way, Union Central field 
men will find December an especially good 
month in which to sell life insurance. But as a 
matter of fact, al] months are good for Union 
Central’s famously successful Multiple Protec- 
tion Plan—a contract that lets even fathers on 
moderate salaries leave their families $100 every 
month for 20 years. 


The 
UNION CENTRAL 


Life Insurance Company 
CINCINNATI, OHIO 
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Insurance Section Committees 








Jesse A. Miller of Des Moines, chair- 
man cf the insurance section of the 
American Bar Association, has appointed 
his standing committees, E. L. Wright 
of Little Rock being chairman automo- 
bile insurance law and R. G. Rowe, 
Lumbermen’s Mutual Casualty, Chi- 
cago, vice-chairman. M. B. Kennedy of 
Chicago is chairman of casualty insur- 
ance law, and George Siefkin, Wichita, 
Kan., vice-chairman. P. E. Reeder of 
Kansas City, Mo., is chairman of the fi- 
delity and surety law, and A. J. Lilly, 
Maryland Casualty, vice-chairman. 
Chase M. Smith of the National Retail- 
ers Fire of Chicago is chairman of fire 
insurance law committee, and J. Kemp 
Bartlett, Jr., United States Fidelity & 
Guaranty, is vice-chairman. Frank E. 
Spain, Liberty National Life, Birming- 
ham, is chairman of the health and ac- 
cident committee, and V. J. Skutt, Mu- 
tual Benefit Health & Accident of 
Omaha, vice-chairman. John F. Handy, 
Massachusetts Mutual Life, is chair- 
man of life insurance, and R. A. Tolbert 
of Oklahoma City is vice-chairman. 

J. Harry LaBrum of Philadelphia is 





chairman of the marine and inland ma- 
rine, and C. S. Shank of Seattle, vice- 
chairman. E. W. Patterson, Columbia 
University,” New York City, is chair- 
man qualification and regulation of in- 
surance companies, and A. T. Vander- 
bilt, Newark, N. J., is vice-chairman. 
C. F. Robinson of Portland, Me., is 
chairman of the workmen’s compensa- 
tion and employers liability, and Gay 
Gleason, Employers Liability, vice-chair- 
man. Arthur G. Powell of Atlanta, Ga., 
is chairman of interpleader legislation, 
and Z. Chafee of Harvard Law School, 
vice-chairman. Ernest Woodward, 
Louisville, is chairman of law lists, and 
J. E. Bingham of Indianapolis, vice- 
chairman, E. S. Gambrell of Atlanta 
is chairman of lay adjusters, and W. C. 
Jainsen, Hartford Accident & Indem- 
nity, vice-chairman. 

W. L. Clark of Baltimore is chairman 
of the membership committee, and C. 
W. Morris of Louisville, vice-chairman. 
Lewis Benson of Huron, S. D., is chair- 
man of prospective legislation, and John 
M. Slaton, Atlanta, is vice-chairman. H. 
V. Richardson of Detroit is chairman of 





social security and unemployment in- 
surance law, and J. Collins, New 
York City, vice-chairman. G. W. Yan- 
cey of Birmingham is chairman unau- 
thorized insurance companies, and H. S. 
Moser of Chicago, vice-chairman. 

The subcommittee to confer with the 
conference of insurance commissioners is 
Lamar Hill, America Fore, New York 
City; Robert E. Hall, Aetna Life, Hart- 
ford, and W. E. Stanley, Wichita, Kan. 

The members of the council consist 
of the officers and Stanley, 
Wichita; M. U. Hayden, Detroit; La- 
mar Hill, America Fore, New York 
City; L. P. Kristeller, Newark; J. W. 
Cronin, Boston; Eugene Quay, Chicago; 
John A. Luhn, Fidelity & Deposit, Balti- 
more; H, D. Brown, Detroit, and J. S. 
Lewis, Ponca City, Okla. 


Columbia Life Rally Jan. 21-22 


Agents of the Columbia Life will meet 
at the home office in Cincinnati for a 
two-day convention Jan. 21-22. Presi- 
dent S. M. Cross, Vice-pr:sident F. B. 
Cross, Jr., and Superintendent of Agen- 
cies W. H. West will be among the 
speakers, the program being in the hands 
of the agents. The Columbia is closing 
a very satisfactory year and has a 26 
percent increase in paid for business. 
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MOST PEOPLE agree that 


owning life insurance is a good 
thing—but many never buy more 
than “a thousand or two” be- 
cause they just can't see how 
additional life insurance fits into 
their particular situation. 

The job of showing such a 
prospect how a substantial amount 


of life insurance does fit into his 


STRONG~ MinneapolisMinn. ~ LIBERAL 


O. J. ARNOLD, parsiwent 


financial picture is made easy for 
NWNL fieldmen by NWNL’s 
Chart Plan of selling. It outlines 
briefly, graphically, and convinc- 
ingly life insurance needs, and at 
the same time indicates proper, 
economical coverage of them. 

Many fieldmen have told us 
that life insurance presented via 


the Chart Plan actually sells itself. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Equitable’s Western Staff 
in Big Drive for Klingman 





Record breaking production of $39. 
255,845 was rolled up by the central de. 
partment of the Equitable of New 
York during the period Nov. 2-28 jp 
the annual “Work with Klingman” drive 
in honor of Vice-president W. W. 
Klingman. This was achieved in 9,479 
applications, all agencies taking quotas 
and 18 of the 26 agencies in the division 
exceeding them. The ten Chicago 
agencies submitted $4,447,412 and the 
remainder by the outside offices. 

The M. C. Nelson agency, Des 
Moines, had greatest number of applica- 
tions, 775, with $2,105,698 forwarded 
business. The Lustgarten agency, Chi- 
cago, had greatest forwarded volume, 
$4,353,933, in 467 applications. Agent 
L. P. Finn, Lustgarten agency, led in 
apps, with 47 for $224,286, and Charles 
Wadsworth, Chicago agency manager, 
in personal volume, with $512,000, in 42 


ps. 

Other leading agencies’ records are: 
Shea, Minneapolis, 696 apps for $1,735,- 
608; Embry, Kansas City, 666 for $2,- 
369,264; Ryan, Detroit, 654 for $2,746,- 
457; Woody, Chicago, 616 for $4,289, 
695; Krueger, St. Paul, 579 for $1,452,- 
595; Carson, Milwaukee, 533 for $2,540,- 
500; Rogers, Indianapolis, 525 for $1,- 
343,405; Golly, Peoria, Ill., 472 for $1, 


168,405. Leading agents records are: 
Dick Hanley, former Northwestern 
University coach and “millionaire” 


agent, 24%4 apps for $466,900; L. S. 
Kussy, Peoria, Ill., 4214 apps, $47,376; 
H. M. Carlsen, Des Moines, 41 apps, 
$78,428; C. L. Hansen, 33 apps, $108, 
290. 


Unit Manager Are Hosts 


Unit managers were hosts at a lunch- 
eon in Chicago to Mr. Klingman, who 
spoke. M. Rothaermel, superin- 
tendent of agents, central department, 
was toastmaster. Taft Woody, leading 
unit manager, Chicago, and brother of 
Agency Manager Woody, in behalf of 
unit managers presented Mr. Klingman 
a desk portfolio with a record of the 
campaign. The Woody unit produced 
121 apps for $1,013,087 in November. 
Average apps per agent was 10 and Mr. 
Woody produced 19 apps personally. 

The central department for 11 
months had $159,862,432 paid volume, 
the Chicago agencies contributing $49,- 
449,243. Leaders on paid basis in No- 
vember were: Ryan, Detroit, $1,081,679; 
Woody, Chicago, $1,050,000; M. C. Nel- 
son, Des Moines, $1,007,142; Lustgar- 
ten, $956,000; Carson, $851,725; Krue- 
ger, $812,193, and Embry, $757,470. 


Central Life Men Meet 


Leading general agents of the Cen- 
tral Life of Iowa concluded a two-day 
sales planning congress at the home of- 
fice in Des Moines. Discussions were 
led by J. H. Leaver, vice-president and 
superintendent of agents, centering on 
1937 sales plans, company literature re- 
cruiting, campaigns and contests. 


Loses Burial Action 
JACKSON, MISS., Dec. 17.—Com- 
missioner Williams has lost his court 
action to restrain the Hartman Funeral 
Home, Brookhaven, from issuance of 4 
family funeral protective policy, cov 
ering all members at a flat rate of 5! 
per month. ‘Commissioner Williams 
contended the rate was inadequate and 
would force breach of contract in event 
of epidemic. Chancellor Striker in re- 
fusing the injunction cited the com- 
pany’s 25-year record and its $11,000 
bond posted with the department of in- 
surance. 


Old Republic Makes Move 


The Old Republic Credit Life 1s mov- 
ing its home office to new and larger 
quarters at 309 West Jackson boulevard, 
Chicago. Heretofore it has been in the 











La Salle-Wacker building. 
















18, 1935 
—=—: 
aff 

ngman 


of $39,. 
ntral de. 
of New 
2-28 in 
an” drive 
W. W. 
in 9,479 
5 Quotas 
division 
Chicago 
and the 


Yy, Des 
applica- 
rwarded 
cy, Chi- 
volume, 

Agent 
, led in 
Charles 
lanager, 
0, in 42 


ds are: 
$1,735,- 
for $2,- 
$2,746,- 
$4,289,- 
$1,452,- 
$2,540,- 
for $1,- 
for $1,- 
1s are: 
western 


tment, 
leading 
her of 
ialf of 


ngman 
of the 

















December 18, 1936 





LIFE INSURANCE EDITION 






11 











Ask U. S. Supreme Court to 
Test Social Security Act 





Test of constitutionality of the U. S. 
social security law in the near future is 
assured with filing in the U. S. Su- 
preme Court of the first action to secure 
, decision on the taxing provisions 
under the unemployment compensation 
section (Title 9) of the act. The plain- 
tif is G. P. Davis, stockholder of the 
Boston & Maine railroad. The petition 
challenges constitutionality of Title 9. 
This case is on appeal from a lower 
court decision which sustained the act. 
The U. S. Supremee Court was asked to 
rule directly on the question without 
awaiting decision of the first circuit 
court of appeals, a rare procedure. 

A three-judge federal court in Mont- 
gomery, Ala., found that state’s unem- 
ployment compensation law unconsti- 
tutional in a unanimous decision in fa- 
vor of the Gulf States Paper Corpora- 
tion and Southern Coal & Coke Com- 
pany. A permanent injunction was 
granted restraining the state from col- 
lecting the tax. The petition also at- 
tacked Title 9 of the U. S. social secur- 
ity act but the Alabama court did not 
pass on this claim. The state will ap- 
peal to the U. S. Supreme Court. 

Three similar cases are pending else- 
where, before the Massachusetts su- 
preme court and in Oregon and Missis- 
sippi. The California supreme court 
upheld the state law. 


Meet on Reinsurance Deal 


Stockholders of the United of Chi- 
cago will meet Dec. 19 to pass on a 
proposal to reinsure the industrial life 
and health and accident business of the 
Savings Fund Life, assessment concern 
of Madison, Ind. The business totals 
about $2,500,000. There is a_ small 
amount of ordinary which the United 
does not propose to take over. The re- 
insurance agreement was approved by 





an Indiana court but remains to be sub- 
mitted to Director Palmer of Illinois 
after the stockholders’ action. 


Would Force Relicensing 


SAN FRANCISCO, Dec. 17.—In an 
effort to force Commissioner Carpenter 
to reissue a license recently revoked, 
S. A. Difiori, life agent of San Jose, has 
filed petition in the superior court of 
that city calling upon the commissioner 
to show cause why he will not license 
Difiori. According to papers the Bene- 
ficial Life of Salt Lake City is a party 
to the petition. He formerly represented 
Guarantee Mutual and John Hancock . 


Alliance Life Is Reinsurer 


In an article commenting on the in- 
creased interest being exhibited by cer- 
tain companies in obtaining reinsurance 
business, no mention was made of the 
Alliance Life. During the past year 
Alliance Life has consummated over 50 
new reinsurance accounts and is enjoy- 
ing a favorable increase in production 
from month to month, according to R. 
E. B. Button, reinsurance secretary. 


Dies After Leap from Bridge 


Frederick Styles, 44, superintendent of 
the Oakland, Cal., office of the Pruden- 
tial, died en route to the hospital, after 
struggling for more than an hour, fully 
clothed, in the icy waters after leaping 
from the San Mateo-Hayward bridge. 
He had recently suffered a nervous 
breakdown and has been under doctor’s 
care for more than a year. 


E. S. Andrews, for 33 years with the 
Prudential, died in San Diego, Cal., 
where he had made his home since his 
retirement about three years ago. He 
became a general agent of the company 
in Hartford in 1900 and subsequently 
became a home office inspector, assistant 
manager, manager and supervisor of 
field instruction. He was particularly 
successful in training young men. 











Joins Mutual Benefit 
In West Coast Position 











THOMAS G. MURRELL 


Thomas G. Murrell, heretofore man- 
ager at New York City for Connecticut 
General, has joined Mutual Benefit. He 
and his brother, Weymouth Murrell, for- 
merly of the Travelers, will operate as 
general agents and supervisors with 
headquarters in San Francisco. 


Mutual Benefit Managers Meet 


NEWARK, Dec. 17.—General agents 
of the Mutual Benefit Life are holding 
this week a three-day conference at the 
home office here, where general plans 
are being made for next yar. 
Kenagy, superintendent of agencies, is 
directing the conference. Addresses are 








scheduled by the officials of the com- 
pany. 


Self-Analysis Is Stressed in 
“All-Chicago Day” Program 





(CONTINUED FROM PAGE 4) 


W. W. Durham Co.; W. F. Dineen, bro- 
ker; Herman Kramer and Eleanor Y. 
Skillen, Patterson agency, Penn Mutual, 
and John Morrell, Lustgarten agency, 
Equitable of New York. Norris H. Bo- 
kum, general agent Massachusetts Mu- 
tual, who is ill in Presbyterian Hospital, 
and Alfred MacArthur, president Cen- 
tral Life of Illinois, whose wife is ill 
in Cincinnati, could not be present. 

Music was furnished by Paul Woods, 
Northwestern Mutual, and Danny Dan- 
iels, Guardian Life. 


Orr Is Gleaner Life Head 


H. P. Orr has been appointed presi- 
dent of the Gleaner Life to fill the un- 
expired term of of Ross L. Holloway, 
who died recently. Mr. Orr comes from 
Caro, Mich. He studied law and ac- 
tuarial science in the University of 
Michigan, returning to Caro where he 
practiced law. In 1909 he became actu- 
ary of the Michigan department, in 1911 
its deputy commissioner. Mr. Orr be- 
came manager of the Columbian Na- 
tional Fire of Lansing, Mich., in 1915; 
in 1919 he practiced insurance law, and 
in 1920 became special counsel for the 
Gleaner Life, becoming its general at- 
torney in 1926. 

He was a member of the Michigan 
senate in 1931-34. 


Unlicensed Operator Is Hit 


The Madison county superior court at 
Raleigh, N. C., has assessed with costs 
and ordered Sam B. Wood to refund 
premiums on Southern Aid Association 
policies. Commissioner Boney stated 
that Wood had been frequently warned 
that neither he nor the assessment com- 
pany was licensed. 
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Girard, * Banker and Patriot“ 


Ithas been said that without Stephen 
Girard the Republic might well have 


perished. That statement would be 





Justified by one service alone—the aid 


he brought his country during the War 


of 1812. The Government sought to 

negotiate a loan of $16,000,000, but public confidence 
was lacking and response to the loan was disappointing. 
The Treasury was practically without funds when Girard 


his p Sesiey 
advertisement 1s ninth ofa series 


PATRIOT 





FROM A MURAL AT GIRARO COLLEGE, PHILA. 


obligated himself to an amount be- 
yond the extent of his fortune by 


. subscribing through his bank to the 
unallotted portion of the loan, an 





amount of nearly $8,000,000. A 


second time Girard placed his fortune 
at the disposal of the Government when he subscribed 
to stock in the newly chartered second Bank of the 


United States. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 
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Epitrorrat Comment 








Backing the Pacific Mutual 


Now that the superior court at Los An- 
geles in a very strong decision has up- 
held the CARPENTER plan for carrying on 
the new Paciric Mutua Lire and con- 
serving the interests of all parties to the 
best possible advantage, every one 
should lend support to the company and 
see to it that it works out its salvation 
in a way that will give full protection 
to policyholders. The chief object after 
all is to place safeguards around those 
who placed their confidence in the com- 
pany and who purchased its insurance. 
Unfortunately, the hearing was dragged 
out through a long period which nat- 
urally caused great waste in that the 
agency system was disturbed and the 
policyholders confused. 

One of the most encouraging features 
is the official announcement that the 
TRANSAMERICA interests are no longer 
interested. President GIANNINI in the ef- 
fort to support Pacific coast companies 


made an offer to take over the PaciFic 
MutTvaAL in case the court decided against 
the CARPENTER plan. While the Trans- 
AMERICA people undoubtedly saw an oppor- 
tunity to enhance their own ends out of 
this proposal if it was accepted, yet they 
must be given credit for going to the 
rescue of Pacific Coast companies in 
endeavoring to uphold the good name of 
life insurance in that section. 

Commissioner CARPENTER at the meeting 
of the Nationat AssocrATION oF INSUR- 
ANCE COMMISSIONERS paid high tribute to 
the employes and agents of the PaciFic 
Mutua the country over, saying that 
he had never witnessed a finer sense of 
loyalty. It is now due them that their 
fellows in the business get behind them 
and give them every assistance possible. 
It is our opinion that the Pactric Mu- 
TUAL can now work out its destiny to 
good advantage and soon will be in the 
running again. 


Open Covenants Openly Arrived At 


PRESIDENT Wooprow WILSON assumed 
leadership in protest against secret 
treaties among nations. He realized the 
danger of pacts consummated behind 
closed doors and therefore unknown to 
the people. 

There are occasions when it is emi- 
nently necessary for business organiza- 
tions to have executive sessions but the 
closed meeting has often been clothed 
with impenetrable mystery, its issues 
exaggerated or misjudged and reports 
of the proceedings distorted. Where 
a trade organization is confronted with 
outside competition that would take ad- 
vantage of information gained, execu- 
tive meetings are essentials. 

There are some bodies where the 
secret meeting is not necessary at all 
times, this being true for instance with 
the NATIONAL ASSOCIATION OF INSURANCE 


CoMMISSIONERS. It has adopted the ex- 
ecutive session procedure largely due to 
the thought that with the “third house” 
present, officials would hesitate to ex- 
press themselves and fear the dis- 
pleasure that might be incurred. Presi- 
dent Ernest PALMER at the Hot Sprincs 
meeting urged the open session pro- 
gram for even highly controversial is- 
sues, the convention examination plan 
as revised, for example. He felt that 
much more good could be accomplished 
by open and frank discussion. Un- 
doubtedly he believed also the “third 
house’ would be better informed and 
instructed by listening to the delibera- 
tions. 

Such was the case and the change 
was highly successful. It is a move of 
importance and serves to lift the veil 
of mystery. It should be continued. 


On the Wrong Track 


FERERAL supervision of insurance would 
not be more free from political influ- 
ence than state supervision. National 
banks fail as well as state banks. Fed- 
eral supervision of insurance holds no 
promise of a cure of the conditions 
which resulted in the failure of a small 
number of insurance companies. On 
the contrary, insurance, under state 
supervision, presents a record of far 
greater stability than national banks, 
under federal supervision. In life in- 
surance, at least, the salvage to policy- 
holders in the few failures has been 


greater on the whole than the salvage 
to depositors in failed national banks. 

The SABATH investigating committee 
of ConGress rather clearly intends to pre- 
sent a report in favor of federal super- 
vision of insurance. So far as effective- 
ness is concerned, this would mean 
only a 49th department, or a 50th, if the 
District oF CoLumBIA department was 
continued. 

Supervision is not the whole answer 
to the evils which brought about fail- 
ures in the insurance business. The 
criminal laws should be strengthened. 


Very few manipulators of insurance 
companies have gone to jail for their 
crimes. 

It may be that more stringent pro- 
tection of the mails would reach the 
criminal fringe not now reached by the 
supervisory system. Some criminality 
escapes punishment in both public and 
private business. National banks with 
all their supervision suffer crime losses. 
In addition to the watchfulness of su- 
pervision there is needed an effective 
penalty on those who would otherwise 
be safe if they could fool the supervis- 
ing authorities. 

The difficulty of punishing criminal 
Operations across state lines points to 
the desirability of invoking a power that 
extends throughout the country. Un- 
fortunately the federal power is limited 
to very narrow fields. Control over the 
mails does not reach the criminality 
that is carried on in personal contacts, 
through messengers or by _ telephone. 





The racketeers who do the harm gel. 
dom have any contact with the normal 
and honest operations of the company, 
Denial of the use of the mails would 
instantly destroy an insurance company, 
especially a life insurance company, 
with complete loss of policyholders’ ie. 
terest. Yet under any law attempting 
to govern operations by licensing the 
use of the mails, business would haye 
to be stopped instantly if the officers 
learned of stock juggling by men ep- 
tirely beyond their control. It js 
against sound principle to destroy the 
innocent for the offenses of others. 
What the SABATH committee overlooks 
is that the states have strengthened 
their insurance laws, so that the prac- 
tices which wrecked several companies 
can now be stopped. Extension of the 
federal securities law to _ insurance 
would stop the stock jobbing, while 
changes already made in state laws will 
protect the assets of companies. 








PERSONAL SIDE OF BUSINESS 





After commuting 150 miles more or 
less regularly for the past two years, 
Commissioner Frank Yetka of Minne- 
sota has purchased a home near St. 
Paul and it is understood will move his 
family there. His home is now at Clo- 
quet, Minn. 

B. H. Gross, secretary-treasurer of the 
Great Western of Des Moines, has been 
elected president of the Des Moines 
Lions Club. 

David A. Park, manager East Ten- 
nessee agency of the New England Mu- 
tual, was installed as president of Chat- 
tanooga’s unit of Y’s Men’s Club. 

William O. Cord, manager at Dayton, 
O., for the Penn Mutual Life and life 
member of the Million Dollar Round 
Table, has returned to his desk after 
having been confined to his home on 
account of an accident resulting in frac- 
ture of several ribs. 


R. E. Hanley, former football coach 
at Northwestern University and mem- 
ber of the Million Dollar Club of the 
Equitable of New York, will leave Chi- 
cago in about 10 days for San Francisco 
where in cooperation with Coach Andy 
Kerr of Colgate he will prepare the all- 
eastern team for its annual battle on 
New Year’s Day with the all-western 
team in San Francisco. This will be his 
last trip to coach the eastern team, since 
it takes too much time from his business. 

William R. Williamson, who has been 
appointed actuarial consultant for the 
federal social security board, for the past 
20 years has been an actuarial con- 
sultant and assistant actuary ‘of the 
Travelers. He is to serve the board in 
an advisory capacity, largely with re- 
spect to actuarial methods in the ad- 
ministration of the system of federal 
old-age benefits. After receiving B. A. 
and M. A. degrees from Wesleyan Uni- 
versity, Mr. Williamson entered the in- 
surance field in 1910. He has had broad 





experience in connection with group 





life insurance, salary allotment and 
wholesale insurance, group annuities, 
and specialized informational service to 
employers about their empoye rela- 
tionships in the fields of insurance and 
pensions. In 1934 he was made actu- 
arial consultant to the staff of the Presi- 
dent’s committee on economic security. 
Mr. Williamson is a fellow of the Ac- 
tuarial Society of America and associate 
member of the Casualty Actuarial So- 
ciety. 

Gordon H. Campbell, general agent of 
the Aetna Life for Arkansas and Lou- 
isiana and vice-president of the Little 
Rock chamber of commerce, served as 
chairman of a special committee having 
charge of arrangements for the football 
game between the University of Arkan- 
sas and the University of Texas at Little 
Rock. Due to the efforts of the commit- 
tee, all seats for the game were sold out 
in advance, 

A record in production consistency, 
never before equalied in the history of 
Pilot Life has been made by R. O. 
Browning, general agent at Burlington, 

C., who has completed his 1,000th 
consecutive week in which he has pro- 
duced one or more applications. He has 
not failed to send in at least one appli- 
cation a week since his first week with 
the Pilot, Aug. 17, 1917. He is the leader 
for the company to date this year in 
submitted business, gross deliveries and 
net deliveries. He was the first Pilot 
agent to qualify this year for the New 
Orleans convention to be held Jan. 28- 
30. He turned in double the amount 
required and won a free trip to New 
Orleans for Mrs. Browning. 


J. B. Field, who for 30 years was 
with the Massachusetts Mutual Life, 
died recently at his winter home at St. 
Petersburg, Fla. He was 70 years old. 
Mr. Field in recent years was associate 
general agent at Jackson, Mich., having 
entered the organization in September, 
1906, as a sub-agent. He became an as- 
sociate general agent in a few years 
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and continued with the company until 
November, 1934, when he retired to go 
on a part-time basis. He was one of 
the founders of the Jackson Association 
of Life Underwriters and was a former 
president. 

James H. Daggett, executive vice- 
president Old Line Life of America, has 
been elected first vice-president of the 
Milwaukee Community Fund. Other life 
insurance men active in the fund are 
M. J. Cleary, president Northwestern 
Mutual; Victor M. Stamm, general agent 
Northwestern Mutual, and Bradlee Van 
Brunt, Mutual Life of New York, who 
were all reelected directors. Mr. Van 
Brunt has been chairman of the finance 
committee. 

The Girard Life 1937 calendar is de- 
voted to a study of the life and times 
of Stephen Girard. It parallels the 
Girard Life trade journal advertising 
published throughout 1936 and_ sets 
forth by picture and copy 12 highlights 
in the life of this great patriot which 
best emphasize his nobility of charac- 
ter and fineness of purpose. 

The calendar is the first step in an 
advertising - prospecting - publicity pro- 
gram which will extend throughout the 
year. The calendar contacts by the 
agent will be kept alive by a monthly 
follow-up during the year, thereby 
keeping active the association with the 
calendar owner. 


C. G. Taylor, Jr., vice-president 
Metropolitan Life, who attended the in- 
surance commissioners’ meeting at Hot 
Springs, Ark., stopped on his way home 
at Charlottesville, Va., to visit his son, 
Gordon, who is a student in the Uni- 
versity of Virginia law school. 

W. H. Pierson, attached to the New- 
ark office of the Provident Mutual Life, 
will celebrate his 79th birthday Dec. 27. 
Practically his entire business career 
has been spent in life insurance. He is 





one of the oldest agents with the com- 
pany in point of service and one of the 
oldest in this country in point of years. 


John A. Hartigan, St. Paul, agency in- 
spector Equitable Life of New York, 
who never fails to attend the meetings 
of the insurance commissioners, was ab- 
sent from the gathering at Hot Springs, 
Ark., due to the fact that he has been 
laid up for some five weeks in St. Jo- 
seph’s Hospital at St. Paul with gen- 
eral septicemia. It will probably be two 
or three weeks more before he can get 
out. 

Carl M. Vaughan has entered upon 
his new duties as St. Louis manager 


of the Equitable Life of Iowa. He is 
from Roanoke, Va. 
W. T. Grant, president Business 


Men’s Assurance, is foreman of the 
grand jury called by the federal district 
court to investigate alleged fraud in 
connection with the recent election in 
Kansas City. Wood Arnold, vice-presi- 
dent of the Kansas City Life, is a mem- 
ber of the jury. 

Sam C. Pearson, Kansas City general 
agent of the Northwestern Mutual Life, 
is in the hospital where he recently 
underwent a knee operation. His con- 
dition is reported satisfactory. 

Isadore Samuels, general agent New 
England Mutual Life, has been elected 
president of the Denver Community 
Chest. He succeeds Herbert Fairall, 
Denver local agent, who becomes chair- 
man of the board. 


Miss Margaret Crawford of New York 
City, daughter of William S. Crawford, 
insurance editor of the New York “Jour- 
nal of Commerce,” was married Satur- 
day in St. Columbia chapel of the Cathe- 
dral of St. John the Divine to George 
M. Sprowls of Akron, O., who is high- 
way manager of the Goodyear Tire & 





Rubber Co. She has been connected 
with the “Cosmopolitan” magazine and 
other Hearst publications. Mr. and Mrs. 
Sprowls will reside at 909 Herford Drive 
in Akron. The bride returns close to her 
ancestral acres as she was born and 
raised as a young girl at Cuyahoga 
Falls, O., which is nine miles from 
Akron. 

Two Little Rock general agents have 
been given additional terms on the board 
of the Federal Home Loan Bank there, 
which operates in Arkansas, Louisiana, 
Texas and New Mexico. They are 
J. Gilbert Leigh, president of L. B. 
Leigh & Co., and Gordon H. Campbell, 
general agent Aetna Life. Mr. Leigh is 
chairman of the board. 

Walter W. Head, president of the 
General American Life, has been re- 
elected a director of the St. Louis Cham- 
ber of Commerce. Charles H. Morrill 
of W. H. Markham & Co., was renamed 
a member of the chamber’s executive 
committee. 

H. M. Sollenberger, Springfield, IIl., 
general agent of the Mutual Benefit 
Life, stopped at the Chicago general 
agency on his way to the conference of 
the company’s general agents at the 
home office, held this week. He is 
president of the Illinois Life Underwrit- 
ers Association. 


Crawford H. Ellis, president Pan- 


American Life, visited the Chicago of- 


fice. He conferred with L. W. Ginter, 
manager. Claude Corey, vice-president 
Pan-American, also visited the Chicago 
office on the way to the home office 
after a trip to Pittsburgh. 


On the eve of his 63rd birthday, Harry 
C. Thompson, comptroller of the Union 
Central Life, died in Cincinnati after he 
had been in failing health four weeks. 

Mr. Thompson moved to Cincinnati 
from Maplewood, N. J., April 1. He 











“Bale-an-Acre” Sale of 
Farms Works Out Well 


DALLAS, TEX., Dec. 17.—Col. C. 
C. Slaughter, president of the Southern 
Old Line Life of Dallas, has just re- 
turned from his cattle ranch in west 
Texas, and indicates he may some time 
in the near future “colonize” many 
thousands of acres of rich agricultural 
lands with cotton farmers. 

Colonel Slaughter a few years ago 
sold 18,000 acres of fine farm lands to 
cotton farmers on the basis of a “bale 
of cotton per acre” and 16 years to pay. 
That meant the farmer paid no money 
for his land. He merely agreed to pay 
a bale of cotton per acre for it and 
raise the cotton on the land he bought. 
The price of cotton didn’t figure in the 
deal. If it was 5-cent cotton or 12- 
cent cotton it was all the same. 

Colonel Slaughter visited these farm- 
ers while in west Texas and found them 
prospering. He has had to repossess 
none of the farms sold on the cotton 
basis. 














formerly was with Stagg, Mather & 
Hough, New York, auditors for the 
Union Central. 

For several years prior to his associa- 
tion with the auditing firm he was 
comptroller of the Prudential. Burial 
was in Newark. 


Will Taylor, secretary of the Franklin 
Life of Illinois, visited General Agent 
J. D. Wren of his company in Houston, 
enroute to Harlingen, Tex., on company 
business. He is returning to Illinois via 
San Antonio. 


John F, Normanly, with the Fidelity 
Mutual in Los Angeles, is the father of 
twins. Before going to Los Angeles, Mr. 
Normanly was for several years in San 
Francisco as assistant to Karl L. Brack- 
ett, general agent of the John Hancock 
Mutual Life. 














Our Objective For 1937: ‘‘Every Jefferson 
Standard agent earning a living by selling 


‘quality’ life insurance.” 


Agency Department 


A. R. Perkins, Agency Manager 








gs FORTHE FAMILY 








AJEFFERSON STANDARD 7 ol 
GECLARATION OF INDED; 3! 
y) 
































efferson Standard 


Life Insurance Company 


JULIAN PRICE, President 
GREENSBORO, NORTH CAROLINA 








———_—$$$$———————————_—____ 





























THE NATIONAL UNDERWRITER 





December 18, 1936 











NEWS OF THE COMPANIES 





Action Is Taken in Nebraska 





Control and Management of Cosmo- 
politan Old Line Life 
Director Smrha’s Hands 





LINCOLN, NEB., Dec. 17.—With 
the written consent of the board of di- 
rectors, the district court has granted 
the petition of Insurance Director 
Smrha that management and control of 
the Cosmopolitan Old Line Life be 
lodged for the time being in the hands 
of the department. John S. Logan, at- 
torney for the department, said that this 
did not in any wise constitute a receiv- 
ership, but that the step was taken to con- 
serve the assets of the company and 
stave off any run upon it for funds fol- 





lowing the entering of a judgment for 
$191,300 against President Jack Mat- 
thews individually and the company. 

Mr. Matthews, in a statement, said 
that the company is in excellent finan- 
cial condition and thoroughly solvent, 
and that no reason exists why policy- 
holders should not stay with it. 

Smrha Must Report 


The court directed Mr. Smrha to sub- 
mit as soon as possible a report of the 
condition of the company and along 
with it recommendations for its future 
conduct. Meanwhile all officers and 
directors are enjoined from exercising 
any authority or control. B. B. Gribble, 
department actuary, testified that the 
company had been under examination 
during the past year, but that he was 
not now prepared to say what would be 
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HOME for CHRISTMAS 


Here’s one of the magic words of the language—HOME. 


Here also is the reason for 


most of the policies we 


sell. 


Life 


insurance men are 


proud of the part they 


take in helping family 


providers 


to keep the 


home-folk protected. 
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the condition of the company if the 
judgment was eventually sustained. Its 
surplus is $100,000. 

R. G. Simmons, counsel for the com- 
pany, told the court that the action of 
the directors had been taken by his ad- 
vice because the entering of the judg- 
ment created a serious cloud upon the 
status of the company. The depart- 
ment acted under a statute which per- 
mits the taking over of a company 
whenever it appears that further trans- 
action of business may be hazardous to 
its policyholders or creditors, and Mr. 
Simmons agreed that this situation 
existed. 

The South Dakota department an- 
nounced cancellation of the licenses in 
that state of the Cosmopolitan Old Line 
Life and of all its agents. 


Reinsure Cedar Rapids Life 


Deal Is Effective Jan. 1 with United 
Benefit of Omaha; All 
Liabilities Assumed 











A merger deal of the Cedar Rapids 
Life with the United Benefit Life of 
Omaha, effective Jan. 1, under which 
the Cedar Rapids, Ia., company led by 
Col. C. B. Robbins, manager and gen- 
eral counsel American Life Convention, 
will lose its identity and its liabilities, 
insurance in force and assets will be 
taken over absolutely by the Omaha 
company, was approved by stockholders 
at a meeting Saturday. None of the 
officers will go along to Omaha, al- 
though some employes will be retained. 

This combination, involving $4,000,- 
000 assets and $17,000,000 business in 
force of the Cedar Rapids Life will in- 
crease the United Benefit Life assets 
to more than $12,000,000 and insurance 
in force to $108,000,000. The Cedar 
Rapids Life will continue to write busi- 
ness until. the end of the year. After 
that the United Benefit will maintain 
for a time a service office and sales staff 
in Cedar Rapids. 


Maintain Iowa Deposit 


The statutory deposit of the Cedar 
Rapids Life in Iowa will be maintained 
there, stockholders having named two 
trustees to supervise the deposit for 15 
years. : 

President C. C. Criss, Secretary Miles 
Scheaffer and V. J. Skutt, vice-president 
and counsel United Benefit, personally 
represented their company in closing 


“negotiations at Cedar Rapids with the 


local interests headed by Colonel Rob- 
bins. The Nebraska department ap- 
proved the deal and the Iowa depart- 
ment is expected soon to do so. The 
Cedar Rapids Life operated only in the 
two states, whereas the United Benefit 
operates in 44 states. 


Col. Robbins’ Explanation 


Colonel ‘Robbins explained the re- 
insurance was effected for the sake of 
policyholders due to the fact there 
would be a saving of about $100,000 an- 
nually in overhead. The condition was 
largely brought about by continued re- 
duction in net interest earned on the 
reserves and investments. He said the 
stockholders could have made a better 
deal for themselves elsewhere, but it 
was felt the main consideration should 
be the policyholders’ interest. 

Colonel Robbins was one of the 
founders of the Cedar Rapids Life 30 
years ago and has been its general 
counsel ever since, as well as president 
in the later years. Other officers are: 
Vice-presidents E. J. Carey, G. M. Av- 
erill and J. G. Sigmund; Secretary C. 
B. Svoboda, Assistant Secretary M. L. 
Ridgeway and Medical Director Dr. 
Jennings Crawford. About $50,000 cash 
goes along in the deal, strengthening 
the United Benefit’s cash reserve. Mr. 
Svoboda was secretary for the 30 years 
and has had active management during 
most of that time. Mr. Sigmund has 
been with the company since 1908. 

Under the deal Cedar Rapids stock- 
holders’ interests are guarded, they re- 
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ceiving a moderate sum initially for 
their stock. The arrangement also calls 
for them to have the benefit of any ap. 
preciation in the value of investments 
that occurs after Dec. 31 over a period 
of several years. 

Frank J. Haight. of Haight, Davis & 
Haight, Indianapolis actuaries, prepared 
the reinsurance plan and was inter. 
mediary. The Cedar Rapids Life 
agency force will be taken over by the 
United Benefit. 

The reinsured business includes all 
life and annuity contracts, and also to- 
tal and permanent disability benefits 
and double indemnity, in force Dec, 31 
or that may be reinstated later. 

The agreement calls for delivery of at 
least 70 percent of the stock to the 
United Benefit immediately. The lat- 
ter will issue participation certificates 
to stockholders entitling them to con- 
version proceeds. The _ stockholders 
will receive immediately 25 percent of 
the par value of their stock. The con- 
version proceeds, constituting  stock- 
holders’ share in any appreciation of 
investments, etc., will be determined by 
increase in surplus. One-half of the 
surplus increase will constitute conver- 
sion proceeds, the other half going to 
undivided surplus of the United Bene- 
fit, Any loss in surplus will be en- 
tered as a standing charge against the 
stockholders’ participation account to 
be equalized from subsequent gains be- 
fore the stockholders will participate. 
Such distribution will be made annually 
for 15 years. The first accounting will 
be for the three-year period to end Dec. 
31, 1939. Following the accounting for 
1941 all surplus as of Dec. 31, 1936, 
remaining in the Cedar Rapids fund will 
be distributed to owners of participa- 
tion certificates. 

Cedar Rapids Life assets are to be 
segregated in a fund. The United 
Benefit agreed to make no organized 
effort to rewrite ‘Cedar Rapids Life 
policies, any rewriting that becomes 
necessary to be done without paying 
commission out of the fund. 


Give Agent Three Months 
to Produce; Company Says 








The National Guardian Life predicts 
that in a very few years all companies 
will cancel any agent’s contract who 
does not produce in a three months’ 
period after appointment. The company 
cited its own figures to prove this point. 

It is said that out of the new busi- 
ness this calendar year, $449,977 was 
produced by agents making good in the 
first month of appointment, $254,213 by 
agents in their second month and $53,600 
by agents in the third month, Only two 
agents produced their first application 
in the fourth month of appointment for 
a total of only $6,090. Those producing 
for the first time in their fifth and sixth 
months did no better. 

The. National Guardian pointed out 
that of the $773,880 of business produced 
by new agents to Oct. 30, $757,790 was 
produced by those who began their sales 
within the first 90 days of their appoint- 
ment. The company said this proves it 
is better, if an agent cannot produce in 
90 days, to give him up, since putting in 
further time on him is a bad job. 


Fidelity Mutual Honor Roll 
for Anniversary Applications 








The Fidelity Mutual has been keep- 
ing track of all applications bearing 
date of Dec. 2—the 58th birthday of the 
company—and tabulating the names 0° 
the agents submitting those applica 
tions upon an honor roll which has just 
been released to the field. 

The roll shows 133 agents success- 
fully paid a tribute to their company Of 
this anniversary, which has been_!0f 
some years regarded as Loyalty Day. 
Special slips were prepared for use 1 
identifying these applications. , 

Another tradition of long standing 
on the Fidelity’s birthday is the annua 
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geting of the Twenty-Five Year Club, 
gmposed of head office employes and 
jdd men who have had 25 years ot 
gvice. President Talbot was host at 
jinner for 40 persons. Four new mem- 
jets were initiated, two from the head 
ofice and two from the field, the latter 
jing J. F. O'Donnell, manager at Sy- 
racuse, and Harry A. Mader, manager 
at Ridgway, Pa. 





Prudential Assessment Cut 


The Prudential was granted reduc- 
tions by the Essex County (N. J.) Tax 
Board on assessments on properties in 
Newark. The company sought a reduc- 
tion to $4,209,700 from an assessment 
of $6,710,850 on the North building in 
that city. The board granted a reduc- 
tion of $235,150 on the land, which was 
assessed at $2,710,850, but ruled the 
building assessment would stand. 

On the Gibraltar building, a cut from 
$6,741,850 to $5,855,600 was asked. It 
was allowed $201,200 off the land value 
of $1,936,250. A cut from $4,957,400 to 
$3,110,000 was requested on the building 
at 761 to 769 Broad street, resulting in 
a remission of $49,800 on the building. 

A remission of $216,500 on the land 
valuation at 771-777 Broad street was 
given. Assessed at $4,313,100, a reduc- 
tion to $2,800,000 was sought. 





Aetna Group Cuts Melon 


Extra dividends and extra compensa- 
tion for employes have been declared 
by the Aetna Life and its affiliates. The 
companies will pay on Dec. 31 one-half 
of one month’s salary to all active full- 
time employes on payrolls Oct. 1, on 
the basis of salaries in force Dec. 1. The 
bonus will affect approximately 6,500 
employes throughout the United States. 

The Aetna Life raised its regular 
quarterly dividend from 15 cents to 20 
cents a share and voted 30 cents a share 
extra. The Aetna Casualty & Surety in 
addition to paying the regular quarterly 
dividend of 50 cents a share will pay $1 








Just off the press! 


The 
| HEART DECIDES 


3y BERTRAI ? 
By BERTRAM BROWNOLD 


extra. The Automobile of Hartford will 
pay 20 cents extra per share in addition 
to the regular 25 cents a share quarterly. 
All are payable Jan. 2 on stock of 
record Dec. 12. 


Pacific National Dividend 


Directors of the Pacific National Life 
of Salt Lake City have declared a divi- 
dend of $3 a share payable to stockhold- 
ers as of Dec. 19. A total of $19,762 is 
being distributed among 727 stockhold- 
ers. A 66 percent increase in produc- 
tion for the year is reported, a 30 per- 
cent increase in insurance in force, 27 
percent increase in the number of pol- 
icyholders, and 30 percent increase in 
income. The company operates in 10 
states. 


May Buy Buildings 

The Union Life of Little Rock, Ark., 
is negotiating purchase of the Arkansas 
properties of the National Standard Life 
for approximately $600,000. The real 
estate includes the 11-story National 
Standard Life building in Little Rock, 
the community building adjacent to the 
larger structure and the Knights of 
Pythias building, also in Little Rock. 





New Company in Denver 


The United American Life of Den- 
ver, which is being organized and which 
has as its president V. L. Tickner, for- 
merly an official of the American Life 
of Denver, will probably not be ready 
to write business before the middle of 
next summer. The management does 
not intend to branch into very many 
states. Authorized capital is $250,000. 
Organization expenses are being limited 
to 20 percent. There will be some delay 
because over 60,000 in subscriptions to 
stock are on instalment subscriptions. 





Oslico Club Elects 


Miss Florence M. Miller of the new 
business department of the Ohio State 
Life has been elected president of the 












Among CoMPANY MEN 





Mutual Benefit Life Selects 
Zukswert as Its Controller 





NEWARK, Dec. 17.—Appointment 
of Floyd Zukswert as controller of 
the Mutual Benefit Life was announced 
by President John R. Hardin. The po- 
sion was created for Mr. Zukswert, 
who will be charged with the general 
supervision of the company’s accounts 
and accounting methods. 

He began his Mutual Benefit career 
in 1908 as a member of the accounts de- 
partment. He advanced until in 1922 
he went into the field to audit the com- 
pany’s general agency offices. Since 
1927 he has attended as member of the 
accounts department to agency accounts 
and general finance problems. 





Pan-American Appointment 

Norman M. Reuterdahl has been ap- 
pointed field supervisor by the Pan- 
American Life. Mr. Reuterdahl has 
been in insurance work for more than 
11 years as a personal producer and 
agency organizer for the Penn Mutual 
in its Minneapolis and St. Paul agen- 
cies. 

He will make his headquarters in 
Chicago, to aid in development of the 
middle western territory. 











Oslico Club, composed of members of 
the home office staff. Miss Lucille Price 
was elected vice-president; C. R. Strat- 
ton, secretary, and Russell Rice, treas- 
urer. Mrs. Jess Jeremy Glenn and C. 
L. Peterson, former presidents, were 
elected directors. The club will give a 
Christmas party Dec. 22. 





The Credit Life of Ohio has been li- 
censed in Iowa. 





National Fidelity Names 
Superintendent of Agents 

















BENNETT TAYLOR 


Bennett Taylor, for two years super- 
visor of agents of the Central Life of 
Iowa, has been named superintendent 
of agents by the National Fidelity Life 
of Kansas City. 

Mr. Taylor has been in life insur- 
ance 17 years, as agent, general agent, 
field director, supervisor. He was 
Supervisor of agencies for the Central 
Life in Iowa, Minnesota and North Da- 
kota before being made supervisor for 
the company’s entire territory. For 





An Ideal Christmas Gift! 


a brand new book on the stimulating 


subject of EMOTIONAL MOTIVA- 
TION—the “golden key” that un- 
locks men’s hearts 


—and with 
a most appropriate, timely title! 


Motivating human interest stories—for him and for you—the kind that gain interest, overcome objec- 


tions, and that get action—stories that appeal to the heart (the great motivating force of human emo- 
tion), and how to tell these stories without offense or self-consciousness. 





Single copy.$1.50 ea. 


12 copies.... 1.30 ea. 





Special “Christmas Gift’ 


Quantity Prices* 
* (Effective until Dec. 31, 1936, only) 
25 copies.. .$1.25 ea. 


50 copies... 1.15 ea. 
100 copies... 1.00 ea. 


An Appropriate card will be mailed with 
each copy if you so desire! 








What better “gift” for your Agents and 
Insurance Friends? 


f 
| 
| 
| 
| 
| 
| 
| 5 copies.... 1.40 ea. 
| 








Wire Your Quantity Order Today, for Christmas Deliver 
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Bertram Brownold, of the Equitable in New York, the author, has found 
such stories, properly told, better than logic and far, far better than any 
argument in persuading the prospect to his point of view. He has built 
a most successful business with them. 
stories (and more important) how to tell them, most effectively. 


“The Heart Decides” gives these 


You and your associates will find his book helpful, stimulating, and inter- | 
esting. It is not “mushy” but rather a straight-forward appeal combining 
the use of emotions with sound economics and good business. Get this 
valuable new book today! 





To The National Underwriter Co. 
y 420 East Fourth St., Cincinnati 
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eight years he was with the Cedar Rap- 
ids Life as supervisor. 





Takes New Position 


H. L. Muldrow has been appointed 
public relations director of the Mid- 
Continent Life of Oklahoma City. For 
more than 25 years he has been state 
agent of the Minnesota Mutual Life. | 

In addition to being prominent in 
life insurance, he is a man of wide 
business experience and has been active 
in civic and other affairs in the state. 


Investment Trends Discussed 


MENASHA, WIS., Dec. 17.—At the 
monthly meeting of the Fox River Val- 
ley Insurance Club, H. V. Slater, man- 
ager Shields & Co., Oshkosh invest- 
ment house, discussed “The Future 
Price Trend of Bond Investments.” The 
consensus in the investment field, Mr. 
Slater said, is that the low interest 
yield prevailing will continue for some 
time. Economic conditions here and 
the European situation confuse the pic- 
ture, however, and make predictions 
difficult. The meeting was attended by 
executives and department heads of the 
Wisconsin National Life, Oshkosh; 
Aid Association for Lutherans, Apple- 
ton, and Equitable Reserve Association, 
Neenah. 











LIFE AGENCY CHANGES 





Illinois Territory Is Divided 





Royer Chicago General Agent, Schnell 
in Charge Down State; Porter, 
Connolly Assistants 





The Penn Mutual has divided the IIli- 
nois territory following resignation of 
General Agent A. E. Patterson of Chi- 
cago, effective Jan. 1. James M. Royer, 
supervisor in the Patterson agency for 
four years, has been appointed general 
agent in the Chicago metropolitan ter- 
ritory. F. A. Schnell has become gen- 
eral agent for the remainder of Illinois 
with headquarters in Peoria. W. S. 
Porter of Champaign and E. P. Con- 
nolly of Springfield are named assistant 
general agents. 


Had Instantaneous Success 


Mr. Royer has been close to his chief, 
being in cHarge of veteran agents and of 
production. He started with Mr. Pat- 
terson as office clerk in 1929 shortly 
after graduation from the University of 
Illinois. After four months he went 











upswing of business. . . 


portunities. 


Another Good Year . . . 
Opportunities Ahead 


LOSING another successful year—and well into 

its forty-third year of progress since organiza- 
tion September 5, 1894—The State Life Insurance 
Company of Indianapolis scored above the general 
average in new business written in the Company’s 
1936 production year closing November 30... . 
The quality of the business written by the Com- 
pany’s trained and experienced Field Representa- 
tives continues to improve. . 
tive sales and service methods, a complete range of 
modern policies available from ages one day to 
sixty-five years, and continuous cooperation help 
State Life Representatives to get their share in the 
. To qualified men and 
women, The State Life offers attractive agency op- 


. . Timely and effec- 





SERVICE e« STRENGTH e SECURITY 








THE 


STATE LIFE 


INSURANCE COMPANY 


x Indianapolis x 
Indiana 
1894 © PURELY MUTUAL ©° 1936 
































into the field as an agent, quickly be- 
coming successful. 

In the last two months of his first 
year he paid for almost $200,000 and as 
an agent he produced at the rate of ap- 
proximately $400,000 annually. Then 
he was appointed supervisor and as- 
sistant to Mr. Patterson. He is a native 
of Chicago, a graduate of Oak Park 
high school, and while at the University 
of Illinois became nationally known as 
a hurdler. He is president of the IIli- 
nois alumni association of Delta Kappa 
Epsilon fraternity. Mr. Royer becomes 
general agent at the age of 30. 

Mr. Schnell for the last two years 
has been manager of the Peoria district 
of the Patterson agency. He too is a 
University of Illinois graduate, having 
been president of the student council 
there. Immediately following gradu- 
ation he joined Mr. Patterson at Chi- 
cago, being appointed district manager 
at Peoria two years ago. This has be- 
come one of the main units of the Pat- 
terson agency under Mr. Schnell. He 
is chairman of the 1937 membership 
committee of the Illinois Association of 
Life Underwriters and vice-president of 
the general agents and managers di- 
vision of the Peoria association. 


Experience of Others 


Mr. Connolly formerly was a sales- 
man for Standard Oil, and when he en- 
tered life insurance work averaged 
about $300,000 yearly production. Late 
in 1934 he was appointed district man- 
ager at Springfield for the Patterson 
agency. Mr. Porter has been an agent 
for the Penn Mutual 10 years, averag- 
ing about $500,000 annually. He sells 
primarily to seniors and graduate stud- 
ents at the University of Illinois, where 
he was graduated in 1924. 





Rice Succeeds High 


W. R. Rice has been appointed north- 
ern California manager at San Fran- 
cisco of the Manufacturers Life, fol- 
lowing resignation of Alexander Z. 
High, Jr., who becomes a personal pro- 
ducer. Mr. Rice recently returned to 
San Francisco from China where, from 
1923 to 1935, he was general agent of 










the West Coast Life with headquarte, 
at Shanghai. ; 

Before joining the Manufacture, 
Life, Mr. High was for eight years , 
personal. producer of the Guardian Life 
at San Francisco and was consistently , 
Icader. He has been active in affairs oj 
the San Francisco Life Underwriter 
Association, now being chairman of the 
budget committee. 





State Mutual Life Names 
New Newark General Agent 





Fred Lieberich, Jr., who has been qs. 
sociate general agent in the Newark oj. 
fice of the State Mutual Life, was made 
general agent there, succeeding T, \,, 
Searles who has resigned to engage jy 
other business. 

Mr. Lieberich, whose home is jp 
West Orange, has been in the life jp. 
surance business in Newark for more 
than 14 years, and has had experience 
both as a personal producer and as an 
executive. His first connection was 
with the Acacia Mutual in 1922. He 
was appointed manager there after six 
months on a personal production basis, 
Under his management, the agency 
moved from 45th to ninth place in pro- 
duction ranking. 

In 1927 Mr. Lieberich began two 
years of selling on a personal basis with 
the John Hancock Life, prior to five 
years of experience with the Jefferson 
Standard as manager for New Jersey, 
In 1934 he made his first contract with 
the Searles office of the State Mutual 
and four months later was made asso- 
ciate general agent. 





Travelers Makes Changes 


Alvin T. Wooley, formerly manager 
of the life, accident and group depart 
ments of the Travelers branch office at 
Reading, Pa., has been transferred to 
Cleveland as assistant manager under 
R. J. Waugh. The vacancy created in 
Reading has been filled by Lauer J. 
Froelich, formerly assistant manager in 
Pittsburgh, 





Guarantee Mutual Names Three 


The Guarantee Mutual Life has ap- 
pointed Thomas A. Murrell of Louis- 
ville general agent for eastern Ken- 
tucky. Mr. Murrell, who life insur- 








Bankers Life Appointments 











RALPH FISCHER 


Ralph Fischer of St. Louis has been 
named agency manager in Kansas City 
by the Bankers Life of Iowa. He has 
had a long and successful career in life 
insurance, having formerly been gen- 
eral agent of the Penn Mutual in St. 
Louis. In that capacity he was associ- 
ated with his brother, Ira Fischer, who 








W. L. LEAVY 


is now Bankers Life manager there. 

The Bankers Life also has appointed 
W. L. Leavy agency supervisor of its 
Fort Worth agency. Mr. Leavy ¢t- 
tered the business in March, 1926, as 4 
Bankers Life salesman and has made 4 
good record in production and organi 
zation work. 
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nce experience extends over 20 years, 
yas prior to his new connection general 
agent of the American National in 
Louisville, and previously represented 
the Minnesota Mutual and Midland Mu- 
wal as general agent. } : 
He has been prominent in the Louis- 
ville Life Underwriters Association, 
javing at one time served as president. 
He plans to open an office in Louisville 
in the very near future. ; 

The company also appointed Alfred 
W. Branch of Long Beach, Cal., gen- 
eral agent at Pasadena, succeeding W. 
fg, Smock. Mr. Branch for the past 
three years has been manager at Long 
Beach for the California-Western States 
ife. 

9 R. Anderson, who was appointed 
general agent by the Guarantee Mutual 
at Dallas last September, has been 
transferred to Cedar Rapids, where he 
has opened an office at 209 Higley 
building. Frank Fay succeeds Mr. 
Anderson at Dallas. 


To Be Personal Producer 


Charles Lamme, Jr., has retired as 





general agent for the Reliance Life of | 


Pittsburgh in Kansas City, Mo., to enter 
personal production again. He has held 
the post for two years and no successor 
has been selected yet. 





Swanson Named at Sioux City 


The Yeomen Mutual Life has ap- 
pointed A. F. Swanson general agent 





in Sioux City, Ia., territory. He suc- 
ceeds B. F. Crenshaw, who has been 
transferred to Los Angeles. 





Wichita Falls Appointment 


The Provident Life & Accident ap- 
pointed D. B. Daugherty, Jr., as gen- 
eral agent for Wichita Falls, Tex., and 
surrounding territory. The district 
comprises about 15 counties. 





Opens Spokane Office 


The Great-West Life has opened oi- 
fices in the Mohawk building, Spokane, 
Wash., with Walter Geist, Jr., as gen- 
eral agent in charge. He was formerly 
in the Seattle office. 





Furman to Salt Lake 


Walter B. Furman of Los Angeles 
has been named assistant manager of 
the Prudential’s ordinary branch in Salt 
Lake City. Mr. Furman joined the 
Prudential in Los Angeles in 1928. 





Name Debolt at Cedar Rapids 


The Ohio State Life has appointed 
Keith J. Debolt general agent at Cedar 
Rapids, Ia. 





Cc. W. Ogden, Jr., who has been with 
the G. A. Helland agency of the Connec- 
ticut Mutual Life in San Antonio since 
the company entered Texas, has been 
appointed district manager for Corpus 
Christi, Tex. 








VIEWED FROM New YORK 





SUPERVISORS HONOR MANAGERS 

The largest attendance in its history 
marked the annual dinner of the New 
York City Life Supervisors’ Associa- 
tion in honor of managers and general 
agents. Those introduced by J. F. 
McGrath, president of the association 
and supervisor Cerf agency Fidelity 
Mutual Life, included Managing Direc- 
tor R. B. Hull of the National Associa- 
tion of Life Underwriters; Associate 
Manager T. M. Riehle, Equitable Life 
of New York, recently chosen president 
of the National Association of Life Un- 
derwriters; R. G. Engelsman, general 
agent Penn Mutual Life and president 
New York City Life Underwriters As- 
sociation; S. P. Davis, manager, 
Phoenix Mutual Life and president, 
Midtown Managers Association, and W. 
A. McGeorge, Prudential manager in 
Brooklyn and president Brooklyn Man- 
agers Association. 

In a short talk Mr. McGrath outlined 
the aims of the association but stressed 
the fact that its objectives are not only 
the development of brokerage business, 
but also of full time production. The 
supervisors association is organizing all 
Its activities this year toward the de- 
velopment of full time production. 
Later Mr. Riehle and Mr. Engelsman 
were called upon by Mr. McGrath and 
made brief talks. Music was furnished 
by a trio of negro musicians who were 
equally versatile as vocalists and in- 
strumentalists. 

* * * 
TWO SALES TALKS SCHEDULED 


The New York City Life Underwrit- 
ers Association will hold two more 
business-getter conferences this month. 
On Dec. 22, Thomas G. Murrell, New 
York City manager Connecticut Gen- 
eral Life, will talk and Dec. 29 Fred S. 
Goldstandt, New York City general 
agent Equitable Life of New York, will 
be the speaker. 

These business-getter conferences 
have been very popular among the as- 
sociation’s membership. There is no 
admission charge to members and non- 
members are not admitted. 

_ The association’s program of schedul- 
ing outside speakers for service club 
luncheons and other organization meet- 
ings interested in learning more about 
ife insurance is doing well, President 
R. G. Engelsman announced at the last 


By R. B. MITCHELL 








luncheon meeting and available dates 
have nearly all been spoken for. The 
speeches have been very well received 
by the organizations, he said, citing an 
example of a New Jersey Lions Club 
which invited a speaker back for a re- 
turn engagement. 


* * * 
GRAHAM ON SOCIAL SECURITY 


Vice-president William J. Graham of 
the Equitable Life of New York was 
the guest speaker at the annual meet- 
ing of the New York Board of Trade, 
talking on “Social Security.” Mr. Gra- 
ham, who is in charge of the Equitable 
Life’s group department, is a recog- 
nized leader in the social insurance field. 
He was a pioneer in the group life in- 
surance business, having placed the 
first large contract of this kind in 1912 
on the Montgomery Ward company. 
He is a past president of the Insurance 
Institute of America and of the Amer- 
ican Management Association. 


BLEETSTEIN AGENCY LEADS 


The Bleetstein agency of the Equit- 
able Life of New York in New York 
City led the Greater New York depart- 
ment for November in volume, prem- 
iums and lives. The agency was fifth 
in volume and fourth in premiums 
among all of the Equitable’s agencies 
throughout the country. 

The agency’s paid business for No- 
vember topped that of every month but 
one during 1936. A considerable share 
in this record is due to a campaign re- 
cently conducted in honor of Vice-presi- 
dent W. W. Klingman in which 72 of 
the office’s representatives took part 
writing a total of 403 applications for 
$2,036,000. 

— 


NO SUCCESSOR TO MURRELL 


The Connecticut General has not yet 
decided on a successor to Thomas G. 
Murrell as New York City manager. In 
the interim the agency will continue 
under Assistant Manager Frank M. Min- 
ninger. 

Mr. Murrell on Jan. 1 will go to San 
Francisco in an important position with 
the Mutual Benefit. 








The North American Life of Canada 


has appointed H. G. R. Mews manager 
for Newfoundland, with headquarters at 
St. John’s. 











CHICAGO 


VIETH UNIT MANAGER 


Frederick P. Vieth has been named 
unit manager of the Warren V. Woody 
agency of the Equitable of New York 
in Chicago. He has been with the com- 
pany for 15 years and is a former 
agency manager. He lately has been a 
personal producer. 

* * * 
CAPERTON HOST TO OFFICIALS 


Ross Gordon, vice-president in 
charge of underwriting, State Mutual 
Life, and Irving Ring, general counsel, 
were guests of J. C. Caperton, Chicago 
general agent of that company, at an 
agency luncheon. The Caperton agency 
has had a fine year’s production, almost 
doubling the volume of last year. Mr. 
Caperton this year has put on about 
12 agents, all of whom are producing 
well; has weeded out agents who were 
not making a living, and now has a 
staff of about 24 actual producers. 

* * * 
TWO FIELD ASSISTANTS 





NAMES 


Two field assistants have been ap- 
pointed by Manager E. B. Dudley of 
the life and accident department in the 








Chicago branch of the Travelers. They 
are Donald S. Wheaton and Thomas 
H. Knorr. Both have headquarters in 
the branch. Mr. Wheaton is a great- 
grandson of the man for whom the 
town of Wheaton, Ill, was named and 
has been in the banking business. Mr. 
Knorr was in charge of the hotel cater- 
ing display in the Merchandise Mart, 
Chicago, for some time. Both have 
gone through the Travelers home office 
school. 


* * 
HEIFETZ SON BADLY BURNED 


Elmer Heifetz, son of Samuel Hei- 
fetz, Chicago manager of the Mutual 
Life of New York, was painfully burned 
in a fire in his rooms at a ‘Chicago ho- 
tel. In fighting the fire both his hands 
were scorched so badly that he must 
remain quiet for a week or so. He is 
a law student attending the University 
of Chicago and soon will take his bar 


examinations. 
* & 
AETNA LIFE TO HOLD PARTY 


President M. B. Brainard of the 
Aetna Life is expected to head a dele- 
gation of home office officials that will 
attend the annual one-day sales con- 
gress of the R. S. Edwards general 
agency of that company in Chicago to 
be held Jan. 21. There will be an edu- 
cational and inspirational program in 
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the morning and afternoon with an in- 


formal dinner at night. The affair is 
sponsored by the “Big Ten” of lead- 
ing agents. 

ke Oe? oe 


BONUSES WILL NOT CAUSE JUMP 


The outpour of bonuses, extra divi- 
dends and wage increases has not 
caused any unusual jump in life insur- 
ance production and will not be felt 
for some weeks, according to several 
prominent Chicago life men. In the 
long run, however, this extra flow of 
money should aid the life insurance pro- 
fession as well as other businesses. 

It was pointed out that when a client 
would hesitate to purchase an extra 
large contract out of his bonus money 
for fear that he would not have this 
available on the policy’s anniversary in 
1937. Also there are too many luxuries 
that he and his family desire and hence 
very little of this money will be put 
in such intangibles as savings accounts, 
life insurance or other investments. 

Nevertheless this will stimulate busi- 
ness and as a result of the extra money 
life insurance should get its share too. 
It is a somewhat different matter where 
salary raises instead of bonuses are 
concerned. In these cases the client 
will be sure of having the money for 
the premium next year. 


* *k * 
INSURANCE STOCK QUOTATIONS 
H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 


cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 -60 27 28% 
Bank. Nat. Life. 10 1.00 23 27 
Build. Life, Ill.. 1 aos 1 3 
Central Life, Ill. 10 ise 9 ae 
Cent. States Life 5 aa 3 5 
Columbian Nat..100 4.00 80 90 
Conn. Gen. Life. 10 .80 35 36% 
Cont. Assurance. 10 2.00 38 40 
Cont. Am. Life.. 10 1.20 30 34 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo. 10 ee 8 - 
Girard Life 10 .40 11 13 
Great Nor. Life. 10 Sots 4 as 
Great South. Life 10 2.50 32 35 
Life & Cas.,Tenn. 2 ree 15 sh 
tafe of Va.....00 20 3.00 73 80 
Lincoln National. 10 1.20 25% 26% 
Mo. State Life.. 10 56 38 5g 
Natl. Life & Ac. 10 1.60 65 75 
Northw. National 5 60 16% 17% 
North Amer..... 2 eS 2% 3% 
Ohio National... 10 1.00 24 28 
Ohio State Life..100 10.00 225 te 
Old Line Life... 10 .60 16 17 
Pacific Mutual... 1 bie 2% 3% 
Peoples Life, Ind. 10 -60 20 5 
Philadelphia Life 10 cee 3% 4% 
Rockford Life... 10 sous 4 8 
Sun Life, Can...100 HS 610 630 
TEAVOICLS 2.60000 100 16.00 493 503 
Union Central... 20 1.20 21 es 
Wisconsin Natl.. 10 -50 16 18 





Printing of Revised Code 
for Illinois is Delayed 





The committee of the Illinois Bar 
Association, which has been engaged in 
redrafting the proposed Illinois insur- 
ance code, was not able to get the re- 
vised material into the hands of the 
printer in time to have copies available 
on Dec. 15, as was anticipated. Harry 
Moser of the Chicago law firm of Son- 
nenschein, Berkson, Lautmann, Levin- 
son & Morse, who is chairman of the 
committee, states that the printer will 
probably be able to start mailing copies 
of the code next Monday. The com- 
mittee has been working feverishly the 
last few days to put on the finishing 
touches. They had a session beginning 
early Saturday afternoon and running to 
midnight and they went into session 
again Sunday morning and kept going 
until midnight. 

The printer, Homer Landau & Co., 

458 East Thirtieth street, Chicago, is 
taking orders for copies of the code at 
$1. For $1.50, the printer will furnish 
a copy of the preliminary draft and a 
pamphlet showing the changes from that 
draft as the code is finally introduced 
in the legislature. 
' The printer states that the committee 
will be willing to receive suggestions and 
criticism until Jan. 1. Then the code 
will be put in its final form. 











LIFE SALES MEETINGS 





Pacific National Meet Jan. 8 





President Marcusen to Outline Plans 
for Coming Year—Commissioner 
Smith Is Banquet Speaker 





The Pacific National Life will hold 
an agency conference Jan. 8-9 at the 
home office in Salt Lake City. The pro- 
gram follows: 


Jan. 8, Morning 


“1936 Was Good to Us and Our Plans 
for 1937,” President Carl R. Marcusen. 

“What We Have Learned About Re- 
newals—What They Mean to You, the 
Insured and the Company,” Nephi L. 
Morris, secretary-treasurer. 

“From My Experiences,” 
ton, cashier. 

“Optional Settlements and How to Use 
in Sales Procesg,” ‘Ray ‘H. Peterson, 
office manager. 

“My Observations in the Use of Com- 
pany Sales Material and Wholesome Co- 
operation in Production Contests,” E. H. 
Gamette, agency auditor. 

“The Medical Department and the 
Agency,” Dr. George W. Middleton, medi- 
cal director. 

Discussion, Claire Birrell Dewey, man- 
ager policy department. 

Luncheon, Hotel Utah, Ford E. Dut- 
ton, Washington state manager in 
charge. 


Ann Johns- 


Jan. 8, Afternoon 


“What I Think of Continuity of Pro- 
duction and a Few of the Problems of a 
Manager and Their Solution,” J. Milton 
Olsen, president App-A-Week Club. 

“Program Selling,’ W. A. Carter, gen- 
eral agent Penn Mutual Life and presi- 
dent Utah Life Managers Association. 

“Retirement Income Presentation,” 
Kenneth Fredrickson. 

“Most Underwriters Believe Solving 
Prospect Problem Contributes 90 per 
cent to One’s Success—What to Do About 
It,’ R. W. Evans. 


Jan. 8, Evening 


Production Club Reception, with 
honored guests, including: Governor 
Blood and Mrs. Blood; Commissioner 


Smith and Mrs. Smith; W. A. Carter, 
president Utah Life Managers Associa- 
tion, and Mrs. Carter; Walter M. Jones, 
president Salt Lake Association of Life 
Underwriters, and Mrs. Jones. 

Awards presented by President Mar- 
cusen. 

Responses by Wayne E. Hibbard, 
president Quarter Million Club, and Mrs. 
Geo. G. Ripley “We Tell On Ourselves.” 

Address by Commissioner Smith. 

Entertainment and dancing. 

Jan. 9 

“Social Security Act Approach in Sell- 
ing,” President Marcusen. 

“1937 Plan Book,” D. D. Keller. 

Luncheon. 

Round Table for two hours 
afternoon. 

“1937—Our Work—Our Opportunity,” 
Clarence C. Baker, G. C. Ripley, G. F. 
Hickman and J. W. Nixon. 


in the 


Southwestern Life Passes 


300 Million, Convention Told 


DALLAS, Dec. 16.—Announcement 
that the Southwestern Life, the largest 
company in the country that confines its 
operations to a single state, has passed 
the $300,000,000 mark of insurance in 
force, was made at the company’s an- 
nual convention here by President C. F. 
O’Donnell. The company showed an in- 
crease of $14,000,000 of insurance in 
force the first 11 months of 1936. 

G. A. Bodenheim, Longview, won the 
challenge cup for having the largest 
production, 119 “apps” for $510,832, while 
Morton Bigger, Dallas, was second in 
volume with $436,500 in 75 “apps.” 
Harvey Hays of Abilene, who was third 
in production, with $323,000 of business, 
was declared chairman for the 1937 club 
convention, because those ahead of him 
had held this honor previously. L. T. 
Cocanougher of Kilgore was made vice- 
president of the club because he led in 
number of “apps,” 210 for $253,000. 

J. Miles Abell, president of the Hous- 
ton Association of Life Underwriters, 
was president of the 1936 club. 








_paying all their own expenses. 





Managers in Annual Meeting 


————» 


United Benefit Life Men Assemble for 
Conference at Home Office — to 
Effect Formal Organization 





A meeting of managers of the Mu- 
tual Benefit Health & Accident and 


‘United Benefit Life from all parts of 
‘the country is being held at the home 
office in Omaha, Dec. 17-19, with busi- 


ness sessions at the Fontenelle Hotel. 
On the initiative of the managers them- 
selves, similar meetings have been held 
for two or three years on an informal 
basis, but it is planned to effect a for- 
mal organization at this meeting. 
Nearly 70 managers are in rors 8 

he 
program includes an especially compre- 
hensive survey of managerial problems 
from various angles. 

E. S. Hall of Los Angeles, general 
chairman, called the meeting to order 


‘and after Dr. C. C. Criss, president, ex- 


tended greetings from the home office, 
the first session took up the problem of 
“How to Get and Train New Sales- 
men,” with H. K. Coffey of Portland, 
manager for Oregon and Washington, 
as chairman. That subject was con- 
sidered under five divisions: (1) Per- 
sonal contacts; (2) contacts through 
old salesmen; (3) advertising; (4) how 
to sell the job; (5) what to do to new 
salesmen, with several sub-topics under 
each division. 

Bert Clifton of Wichita, Kansas man- 
ager, was in charge of the discussion 
of “Problems Peculiar to Rural or Com- 
pact Territories.’ Sub-topics consid- 
ered were: (a) Part-time salesmen, (b) 
best source of new salesmen, (c) Does 


‘advertising pay? (d) advantage of per- 


sonal contact work, (e) writing life in- 
surance through accident and health 
policyholders. 

Ernest Hundahl of Dallas, southwest- 
ern manager, was chairman of the ses- 
sion for managers of large or metropol- 
itan territories. Problems peculiar to 
that type of territory which were con- 
sidered included: (a) Brokers, (b) full- 
time salesmen, (c) how and where to 
get new and better salesmen, (d) what 
type of advertising gets best results, 
(e) how to develop life salesmen. 

In the discussion of ‘Business-Get- 
ting Plans,” E. B. Brink of Detroit was 
chairman. Topics considered were: (1) 
Agency meetings, (2) contests, (3) 
personal contacts, (4) contacts through 
mail, (5) assisting the salesmen to make 
more money, with several sub-topics 
under each division. 

Friday’s session is devoted to “New 
Ammunition for 1937,” with John Mc- 
Gurk of Indianapolis as chairman, out- 
lining new policy and rate book in- 
formation, and “Radio Broadcasting,” 
with C. T. Redfield of Chicago as chair- 
man, including discussion of mechanics 
of the plan, how a salesman can use it 
and use in agency recruiting. Saturday 
morning will be devoted to home office 
conferences and Saturday afternoon to 
a discussion of plans for 1937, with Gus 
Heuertz, Memphis, as chairman. A 
home office luncheon was held Thurs- 
day with an agency department lunch- 
eon Friday and the president’s banquet 
Friday evening with John McGurk as 
toastmaster. 





L’Estrange at Michigan Meeting 


A regional meeting for Michigan 
agents of the Wisconsin National Life 
was held in Lansing, with about 25 
agents from ail parts of the state in at- 
tendance. M. S. Kirkpatrick of Grand 
Rapids, supervisor of agents for Mich- 
igan, opened the meeting and introduced 
G. A. L’Estrange, manager of the acci- 
dent and health department at the home 
office, who outlined some new policy 
forms recently issued by the accident and 





health department and the POssibility for 
agents in developing business in that ¢e. 
partment, and told something of the 
company’s program for 1937, 

A fine volume of both accident ang 
health and life business was presente; 
by the agents in attendance to My 
L’Estrange for transmission to the home 
office. The business session was {ol. 
lowed by a dinner, after which Mr. Kirk. 
patrick and Mr. L’Estrange both spoke 
briefly. 


N. Y. Program Is Announced 


Northwestern Mutual’s Eastern Agen. 
cies Will Hold Their Annual 
Meeting There Jan. 4-5 











Program for the annual meeting of 
Northwestern Mutual Life agencies jp 
the New England, middle and south At. 
lantic states, to be held at the Waldorf. 
Astoria, New York City, Jan. 4-5, has 
been completed. E. T. Lothgren, Provi. 
dence, R. I., will be chairman of the 
opening session, at which Grant L. Hill, 
director of agencies, will speak on 
“Green Lights Ahead,” and R. P. Thier. 
bach, assistant director, on “Forget the 
Gong.” Rowley, Newark, will 
preside at the afternoon session at which 
“Prestige Building” will be handled by 
F. H. Ramsey, Johnstown, N. Y.; W. L. 
Momsen, New York City; C. A. Erick- 
son, Warren, Pa., and E. A. Earley, 
Brooklyn. 

L. W. Norton, Durham, N. C., will 
preside Tuesday morning, when L. J. 
Evans, assistant director of agencies, will 
speak on “Accumulative Earnings for 
You, Inc.” At this session Dr. D. E. W. 
Wenstrand, medical director, making his 
first appearance in that capacity at a 
New York annual meeting, will speak on 
“Good Trees Bear Good Fruit.” Mem- 
bers of the New York agencies will pre- 
sent a mystery playlet, written by Laflin 
Jones of the home office. It will deal 
with life insurance selling under the sales 
plans furnished by the Northwestern 
Mutual. 

President M. J. Cleary will speak ata 
luncheon conference with H. L. Barnett, 
New York City, as chairman. The after- 
noon will be devoted to an advanced 
underwriting clinic, with Meyer Gold- 
stein, New York City, as chairman. 





Reliance Life Managers in 


Annual Meet in Pittsburgh 





Managers of the Reliance Life 
throughout the country were in their 
annual conference at the home office in 
Pittsburgh this week. This is a four- 
day meeting with a comprehensive pro- 
gram of discussions on agency prob- 
lems, in which most of the home office 
officials are taking part. President A. 
E. Braun attended the gathering, giving 
high-lights of production and _invest- 
ment results during the year and out- 
lining the program ahead. 

Forty-seven managers. attended. 
Among speakers were: J. N. Jamison, 
executive vice-president; O. M. Eakins 
and L. P. Gregory, vice-presidents, and 
H. T. Burnet, vice-president in charge 
of agents. The managers participated 
in an open forum. 





Discuss Tax Problems 


Ray L. Short, Equitable Life of New 
York, spoke on taxation at a district 
meeting of the company in Cedar Rap- 
ids, Ia. A general discussion on vari- 
ous types of taxes and methods of con- 
serving estates followed. G. S. Steven- 
son, district manager at Cedar Rapids, 
was in charge. 


Honor Schaad at Marion, O. 


A regional meeting of the Midland 
Mutual Life was held at Marion, O., in 
honor of 25 years of Midland service by 
C. E. Schaad. Speakers paid high 
tribute to Mr. Schaad as an insurance 
man and as a citizen. 
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~ News oF Lire ASSOCIATIONS 





EE 


Plan for N. Y. State Congress 








Buffalo Association Begins Prepara- 
tions for State-wide Gathering to Be 
Held There in Spring 





BUFFALO, Dec. 17.—Plans for the 
New York State Life Underwriters As- 
gciation’s sales congress to be held 
here in 1937, were discussed at a meet- 
ing of the Buffalo Life Underwriters 
Association. 

H. W. Walker, association president, 
gnnounced that Maurice Tabor, who 
served as chairman of a similar event 
held in Buffalo in 1932, will be in 
charge of next year’s congress, which 
will be held in the early spring. Sid- 
ney Wertimer of the Buffalo association 
has been appointed chairman of the 
program committee for the congress. 

Norman B. McKibbin, general agent 
of the Dominion General in Toronto, 
spoke in the place of Dewey R. Mason, 
Syracuse general agent Aetna Life, who 
was injured in an automobile accident 
the day prior to his scheduled address. 
The part personality plays in insurance 
selling was Mr. McKibbin’s topic. 

The Buffalo group now has 308 mem- 
bers compared with 271 July 1. A goal 
of 325 has been set for July 1, 1937. 

* * * 

Columbus, O.—Felton J. Koch, Ohio 
manager for the American Service Bu- 
rau and Hooper-Holmes Bureau, spoke 
on “A Complete Survey of the Applicant.” 
Past presidents of the association were 
honored. 


Penn Mutual Man Picked 


for President in Boston 

















MANUEL CAMPS, JR. 


BOSTON, Dec. 17.—Manuel Camps, 
Jr, Penn Mutual general agent, was 
elected president of the Life Under- 
writers Association, succeeding C. W. 
Wyatt. The new president has been 
active in association affairs since he 
tame to Boston in 1932. He entered the 
life insurance profession with the Penn 
Mutual at Utica, N. Y., in 1925. 

Other officers are: W. N. Watson, 
general agent Connecticut Mutual, first 
vice-president; G. P. Smith, New York 
ife agency director, second vice-presi- 
dent; Fitzhugh Traylor, Equitable of 
New York agency manager, secretary- 
treasurer, Executive committee mem- 
bers are: F. T. Bobst, John Hancock; 
P. J. Craffey, Metropolitan; A. C. Deer- 
Ing, Mutual Life; E. W. Enman, Pru- 
dential; C. F. Gay, Aetna Life; R. S. 
Hadlock, Massachusetts Mutual; A. E. 
Kenison, New England Mutual; O. D. 
Murphy, John Hancock; H. L. Pope, 
Mutual Benefit; C. G. Seward, Mutual 
Benefit; W. A. Swett, Provident Mu- 
= and M. E. Watson, Fidelity Mu- 
ual, 

John A. Stevenson, vice-president 
Penn Mutual, spoke on “The Challenge 
of Trained Leadership.” 


Chicago Roster Sets Record 





Peak in Association’s History Reached 
in Drive, with 1,213 Paid 





Members 
The Chicago Association of Life 
Underwriters has set a membership 


mark that is the highest in its history— 
1,213 paid members—in the drive being 
conducted and to continue into January. 
The best previous record apparently was 
1,045 when the annual convention of the 
National Association of Life Underwrit- 
ers was held in Chicago. It seems likely 
that the membership will run up to 1,400 
or more, for the field is being intensively 
farmed under direction of President 
Frederick Bruchholz. Last Saturday 
nine talks were made before agencies, 
resulting in 63 new members, increasing 
the total to 119 brought in since the 
drive started. 

Eight agencies were awarded the 100 
percent membership certificates at the 
Chicago Day meeting this week. These 
are: Besser, Lincoln National; Broaddus, 
Guardian Life, Budinger, Franklin Life; 
Cranston, Fidelity Mutual; Hoffman, 
Guardian; Hughes, Western & South- 
ern; Whitney, General American, and 
Schwemm, Great-West Life. Agencies 
previously given the award were W. A. 
Alexander & Co., Penn Mutual; Friskey, 
Federal Life; Brennan, Fidelity Life; 
Lomasney, Metropolitan; Thurman, 
New England Mutual; Albritton and 
Marquis & Ellsworth, Provident Mutual. 

J. M. Royer, captain of team 5 in the 
campaign, reported four of his 10 agen- 
cies qualified for the award. Mr. Royer 
is the new general agent of the Penn 
Mutual appointed to succeed A. E. Pat- 
terson. 

The general agents and managers divi- 
sion will meet Jan. 12. 

* *K 


Sees Social Security Act 
as Big Aid to Production 





RICHMOND, Dec. 17.—Life insur- 
ance men need have no fear that the so- 
cial security act is going to hurt their 
business, J. E. McCombs, Washington, 
D. C., general agent for the Berkshire 
Life, former president of the Washing- 


‘| ton association, told the Richmond As- 


sociation of Life Underwriters. As a 
matter of fact, he said, it is going to 
focus attention on the importance of 
beneficiaries’ having sufficient funds for 
retirement in their old age, which they 
will not get under the act. They will 
get only a limited sum and it will be up 
to life men to convince them that they 
need insurance to provide for all their 
needs. Mr. McCombs was optimistic 
as to the outlook in 1937, saying he ex- 
pected business to continue on the up- 
grade throughout the year and voicing 
the opinion that there would be a 
greatly increased production of life in- 
surance. One factor making for better 
business is the policy of corporations in 
paying out surpus funds to stockhold- 
ers to avoid the government tax on un- 
divided profits. Another is the pay- 
ing of a bonus to employes and raising 
wages and salaries. In his opinion, the 
government tax on such profits is the 
most ideal share-the-wealth plan that 
could have been devised. 

A vote of thanks was given Wilson 
M. Brooks, Sun Life of Canada, former 
president of the Virginia State Asso- 
ciation, for his efforts to get the mid- 
year meeting of the National association 
for Richmond. Mr. Brooks lost by only 
one vote and expressed the hope that he 
would land the meeting next year. 


*x* * x 
Sponsor Radio Addresses 


TORONTO, Dec. 17.—The Life Un- 
derwriters’ Association of Canada is 








sponsoring a series of radio addresses 





BROKERS an AGENTS 


CASH IN ON A NEW IDEA 


Be first on the job with something new to talk 
about. 


It will bring back the old "pep" and pay you 
LIBERAL COMMISSIONS 


Join a history making company 
Learn about our strong financial structure 


You Will Be Surprised to Know 
What We Have to Offer 


JAMES S. KEMPER, General Agent 


GENERAL MUTUAL LIFE INSURANCE COMPANY 
One North La Salle Street 


Central 7443 


ONE OF THE BEST RECOMMENDED COMPANIES 









































THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Organized 1903 


A complete line of low net cost policies 


Liberal contracts direct with the 


Home Office 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Richard H. Kimball, President 


Chattanooga, Tennessee 
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COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 








@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 
or single premium basis. Annuities include Re- 
tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship--one for any 
type of prospect, in short. 











This years gain in 
new business 1s an 
appropriate herald of 
our 
Fiftieth Anniversary 
in 1937 
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of Nebraska 


Lincoln 














being given from Montreal by Gratton 
O’Leary, prominent Canadian journalist, 
on public questions which have a bearing 
on life insurance. 

Ko ok ok 


Business Is Urged to Adapt 
Itself to Social Changes 


It is imperative for business to find a 
way to harmonize its interests with the 
best interests of the mass of people, 
said A. W. McAlister, board chairman 
of the Pilot Life, in a talk to the Greens- 
boro, N. C., Association of Life Under- 
writers. 

In view of the results of the recent 
national election, Mr. McAlister made a 
plea that the insurance business adapt 
itself to social changes instead of resist- 
ing them. The American public is meas- 
uring the soundness of economic and 
political actions on whether or not they 
contribute to the general well being of 
the mass of the people, he said. The 
surest way to promote business fs to 
promote the purchasing power and well 
being of the buying public. There is 
an opportunity at present for business 
to reach a new accord and understand- 
ing with the country as a whole by 
accepting the simple formula that any 
proposition is desirable and acceptable 
which is wisely designed to better the 
conditions of the mass of the people, 
said Mr. aia 

* 


* 
Freeport, Ill—F. I. Heinen of the 
Freeport “Journal-Stanéard,” talked on 
the social security act. Mr. Heinen will 
continue the discussion at the next 
meeting. 
* *K 

Ottawa, Ont.—Dominion Superintend- 
ent Finlayson at the annual meeting 
praised the ability of life insurance to 
resist catastrophes and other vicissi- 
tudes of the world. He vigorously at- 
tacked the financial policies of the Al- 
berta provincial government. Mr. Fin- 
layson also reviewed the past year, say- 
ing business in force will be greater 
than that of 1935. 

New officers elected are: W. E. Winters 
and W. L. Pheland, honorary presidents; 
A. G. Brewer, president; J. H. Templin 
and G. A. Murphy, vice-presidents; David 
Roger, secretary-treasurer; Max Widder, 
Leon Flora, E. J. Murphy and Howard 
Graham, executive committee. 

* ok 


South Bend, Ind.—R. G. Stagg, associate 
actuary of the Lincoln National Life, 
spoke at the December meeting on the 
social security act. Mr. Stagg answered 
several questions fromthe floor regard- 
ing the benefits received under the new 
federal legislation and its relation to 
life insurance. 

* *K * 

Springfield, Ill—J. A. Worsham of De- 
catur, author of several insurance books, 
including “Low Pressure Selling,” was 
a guest at the _ luncheon. A. ®. 
Golightly, president, presided. 

*k *K O* 

St. Paul—W. R. Jenkins of the sales 
research department of the Northwest- 
ern National Life discussed “A Sales 
Lesson from Other Industries.” 

* OK Ok 

Toronto—At the annual meeting J. S. 
P. Armstrong of the Dominion of Canada 
General was elected president. Mr. Arm- 
strong has also been active in educa- 
tional work in the Insurance Institute 
of Toronto. 

* *K OK 

St. Louis—‘‘Do You Wish to Succeed?” 
will be discussed Dec. 18, by Dr. Pearl 
Thompson, an osteopath. She will dis- 
cuss such factors of success as knowl- 
edge, personality, contacts, leadership, 
lucky breaks, etc. The meeting will be 
ladies day. 

* *K * 

Cleveland — The membership drive 
since Nov. 1 has netted 64 new members, 
making the total 676. The goal is 700 
by Jan. 1. The Jefferson Standard Life 
and the Guardian Life both have 100 
percent agencies. A resolution was 
passed at the last meeting increasing 
the number of elected directors from six 
to eight in addition to officers. 

* *K O* 

San Antonio—Carey Selph of Houston, 
a leading producer of the Great South- 
ern Life, spoke on “The Privileges and 
Opportunities of the Life Underwriter.” 

Central thought of the address was 
service intelligently rendered for the 
good of the prospect will bring success 
and happiness. Ambition was defined as 
of two types. The first and finest type 











of ambition that which causes the life 





underwriter to seek to serve his clien, 
in the best possible way, and the second 
that which centers upon the monetap, 


reward. Emphasis was placed upon the § 


belief that service rendered to meet the 
needs of a prospect will bring adequate 
financial reward. 

Oklahoma City—A Christmas pap, 
will be given on Dec. 21. It will be , 
banquet for between 200 and 300 men. 
bers and their wives. 

San Francisco—Walter Robison, Pen) 
Mutual Life, has been nominated fo, 
vice-president to succeed D. G. Kelly 
Equitable Life of New York, who ha: 
resigned following entry into the mort. 
gage loan, real estate and general jp. 
surance brokerage business. 

* OK Ok 

Northern New Jersey—J. Harry Wood 
agency comptroller of the John Hancock 
Mutual Life, will speak Jan. 11 on “Capi- 
talizing on the Experience of Others” 
in Newark. The association will be the 
guests of the officers of the Fidelity 
Union Trust Company of Newark at the 
February meeting. <A _ selling seminar 
early in the winter is being arranged, 
The annual sales congress will be held 
early in the spring. 

* *K 

Birmingham, Ala.—The government is 
engaged in the business of selling olq 
age security to the nation and that is 
sure to redound to the advantage of the 
life underwriter, said A. R. Beneke, field 
representative of the Social Security 
Board, at the December meeting. The 
government’s plan, he said, provides q 
mere subsistence at the most and the 
life insurance agent has much more than 
this to offer. Roger B. Hull, managing 
director of the National association, wil] 
_ at the annual sales congress Jan, 


* OK OK 


Fort Wayne, Ind.—A. E. Patterson, 
agency vice-president of Penn Mutual, 
addressed the luncheon meeting. 

Des Moines—In line with the recom- 
mendation of the National association 
that local associations should devote one 
program this year to life insurance ad- 
vertising, B. N. Mills, secretary of the 
Bankers Life of Iowa, spoke at the De- 
cember luncheon meeting. Mr. Mills 
traced the history of the Life Advertis- 
ers’ Association, which now has more 
than 100 members. Martin L. Seltzer, 
Aetna Life general agent in Des Moines, 
trustee of the National association, re- 
ported on the trustees’ meeting in New 
York City. National radio programs may 
be sponsored by the life insurance com- 
panies, he said. 

* ok * 

Cedar Rapids, Ia.—Dr.- Harry M. Gage, 
president of Coe College, was guest 
speaker at a ladies’ night. dinner. Dr. 
Gage pointed out the attributes of a suc- 
cessful life underwriter as he sees them 
from the standpoint of a policyholder. 

*' ok 


Council Bluffs, Ia.—Grady V. Fort, Des 
Moines, field supervisor for the Equita- 
ble Life of Iowa, spoke. 

* kK * 

Cincinnati—B. C. Nelson, special agent 
Northwestern Mutual, will speak on 
“Prospecting that gets more and better 
sales” at a luncheon meeting Dec. 22. 
Members will be seated according to the 
section of the city in which they live. 

* * * 

Little Rock, Ark.—W. T. Grant, presi- 
dent Business Men’s Assurance, said he 
believed old age benefits and pensions 
provided under the social security act 
would act as a stimulus to the sale of 
life insurance and annuities. 

He expressed belief that the social se- 
curity legislation would impress upon 
people the need of providing for the 
time when they can no longer work reg- 
ularly. Many persons will realize that 
they should have more income than 
would be provided in federal old age 
benefits and buy insurance policies or 
annuity bonds to supplement it. 

* 


Charleston, S. C.—A move to limit 
soliciting to persons legitimately and ac- 
tively in the business has been started 
here, the legislative committee being in 
process of drafting a bill to be intro- 
duced in the next session of the legisla- 
ture. It is proposed to raise the agent’s 
license fee to drive part-timers from 
the business. 

* *K * 

Hartford—L. C. Sprague, manage? 
Louis C. Sprague agency, Provident Mu- 
tual Life here, addressed the association 
at the December luncheon. 


Ten applications for $110,860 were 
written in a month’s drive by William 
Lawrence, Montgomery, Ala., agent ° 








the Eauitable Life of New York. 
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~ News ABOUT 


LIFE POLICIES 








——————— 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, ete. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





—_— 


New Metropolitan Policies 





Industrial Contracts Will Provide Non- 
forfeiture Values After Six Months, 
Cash After Five Years 





The Metropolitan Life will on Jan. 1 
bring out a new edition of industrial 
policies in which many of the former 
provisions have been greatly liberalized. 

The principal changes are provision 
jor nonforfeiture values after six 
months, instead of three years, as here- 
jofore; provision for the designation of 
, beneficiary; and elimination of unnec- 
esary restrictions and phraseology. 


Automatic Extended Term 


The automatic nonforfeiture provision 

is that in the event of lapse after pre- 
miums have been paid for six months or 
more, the policy will be continued in 
force for a stated period as paid-up ex- 
tended term insurance, without the loss- 
of-eyesight or limbs or accidental death 
benefit provisions. Heretofore the auto- 
matic nonforfeiture provision has been 
reduced paid-up insurance after three 
years. 
“ Mter premiums have been paid for 
fve years or more, application may be 
made within 13 weeks from the date to 
which premiums have been paid either 
for paid-up life insurance (paid-up en- 
dowment in case of endowment poli- 
cies) or reduced amount or for the cash 
surrender value provided by the policy, 
in liex of the automatic extended term 
insurance. 

“Designated Benefiiciary” Provision 


The designated beneficiary will be rec- 
ognized by the company in the settle- 
ment of death claims, provided the bene- 
ficiary surrenders the policy with due 
proof of death within 30 days after the 
death of the insured. In case the bene- 
ficiary does not comply with this re- 
quirement, or if the beneficiary is a 
minor, or the estate, or is dead, the 
facility of payment clause will apply. 
The proposed beneficiary must have a 
substantial insurable interest in the life 
proposed for insurance. 

The Metropolitan also has announced 
the discontinuance of its weekly pre- 
mium 15-year endowment policy. The 
minmum age for industrial monthly 
premium policies has been reduced from 
11 to 10 next birthday. 





Reliance Life Reduces Its 
Dividend Scale as of Jan. 1 


_ Substantial dividend reduction  ef- 
fective Jan. 1 is announced by the Re- 
liance Life. Interest allowed on con- 
tracts and dividends will be 3% per- 
cent. The new dividends on three pop- 
ular forms at quinquennial ages are: 
pie tdinary Life 20-Payment Life 


= iv. 
Yr. 25 35 45 Yr. 25 35 45 





1 $3.21 $3.64 $4.32 1 $3.50 $3.90 $4.53 
2 3.29 3.75 4.48 3.62 4.06 4.73 
3 3.387 3.87 4.64 3 3.75 4.22 4.93 
4 3.46 3.99 4.80 4 3.89 4.39 5.14 
5 3.53 4.11 4.96 5 4.02 4.57 5.35 
10 3.98 4.68 5.83 10 4.76 5.43 6.49 
15 4.47 5.82 6.71 15 5.58 6.42 7.74 
204.95 5.99 7.63 20 6.50 7.58 9.18 
20-Year Endowment 
Div. Div. 
Yr, 25 35 45 Yr. 26 35 45 
1 $4.69 $4.90 $5.24 5 $5.69 $5.91 $6.31 
2 4.93 5.14 5.50 10 7.09 7.31 7.80 
3 5.18 5.38 5.76 15 8.70 8.96 9.52 
4 5.43 5.65 6.04 20 10.60 10.93 11.61 


inte St. Louis agency of the Equitable 

ite of New York will move to larger 

ere, in the Cotton Belt building 
n. 1, 











Mutual Life Dividends Rise 


Substantial Increase Is Made in Scale 
for 1937 by New York 
Company 








Substantial increase in the dividend 
scale for 1937 is announced by the Mu- 
tual Life of New York. The advances 
vary by age and form of contract, being 
less at younger ages than in advanced 


years. 


On the ordinary life form at older 
ages the increase is 20 percent or more, 
20 year dividend showing nearly 30 per- 
cent increase, and at younger ages the 
advance averages about 15 percent. The 
20 payment life contract shows some- 


what less increase, and 20 year endow- 


ment averages possibly 12 percent. In 
later years, however, all three forms 
show around 20 percent increase. 


Full Seale Out Soon 


The full schedule has not been an- 
nounced, but will be released probably 
some time next week. The tabulation 
in the preliminary announcement show- 
ing dividends for three popular forms 
at quinquennial ages, is: 

Ordinary Life 


-———_End Dividend Year——_—_, 


Age 1 5 10 

| $ 5.43 $ 5.58 $ 5.85 $ 6.31 $ 6.85 
. Aer 5.74 5.91 6.22 6.71 7.33 
ere 6.13 6.33 6.64 7.23 8.03 
ee 6.59 6.79 7.19 7.97 8.97 
y (rere 7.22 7.46 8.04 9.0 10.09 
Ce 8.03 8.44 9.40 10.28 11.39 
Be cacsous 9. 9.88 10.91 11.82 13.11 
ere oe e4 11.15 11.71 12.73 18.85 15.27 


20-Payment Life 


6.67 6.96 7.43 7.95 
7.01 7.33 7.82 8.40 
9.01 


10.65 
12.29 


Comparison with 1936 Scale 
The comparison of 1936 and 1937 


standard dividends, schedule A, being for 


policies issued this year, and schedule 
B for issues back to 1917, is: 
Schedule A 
Ordinary Life 





Age Div 
at of Duration—————__, 
Issue Year 1 5 10 15 20 
25 1936 $4.96 $5.10 $5.37 $5.69 $6.05 
1937 5.74 5.91 6.22 6.71 7.33 
Incr. ys. Se 2 85 1.02 1.28 
40 1936 6.05 6.30 6.85 7.58 8.24 
1937 7.22 7.46 8.04 9.02 10.09 
Incr. 1.37 1.36 21.39 2.44 1.85 
55 1936 9.12 9.65 10.43 11.22 11.80 
1937 11.15 11.71 12.52 13.85 15.27 
Ine. 2.03 2.06 2.09 2.63 3.47 
20-Payment Life 
25 1936 6.06 6.31 6.71 7.18 7.71 
1937 6.84 7.01 7.33 7.82 8.40 
Incr. -78 -70 62 .64 .69 
40 1936 7.10 7.42 8.06 8.83 9.45 
1937 8.25 8.48 9.02 9.88 10.68 
Incr 1.15 1.06 .96 1.05 1.23 
55 1936 9.76 10.30 11.06 11.73 11.95 
1937 11.76 12.29 12.99 14.06 14.85 
Incr. 2.00 1.99 1.93 2.83 2.90 


20-Year Endowment 


25 1936 7.04 7.46 8.11 8.86 9.69 
1937 7.78 7.98 8.29 8.79 9.32 
Incr. 

(or Decr.) .74 52 18 —.07 —.37 

40 1936 7.71 8.13 8.87 9.69 10.27 
1937 8.84 9.07 9.56 10.27 10.75 
Incr 1.13 .94 -69 5 48 

55 1936 9.95 10.50 11.25 11.84 11.83 
1937 11.95 12.45 13.07 13.97 14.36 
Incr. 2.00 1.95 1.82 2.13 2.53 


*On policies not having the income- 
paying disability benefit. 
(CONTINUED ON NEXT PAGE) 





THE PASSING SHOW 


State Mutual’s Integrated Sales Plan has been 
developed by careful research and testing from 
92 years of recorded experience with field men. 


As scientific sales training moves forward, there 
is an increasing tendency to recognize the possi- 
bilities among those who, under old methods, just 
missed success. Many popular sales plans, their 
strength tested in this practical laboratory, have 
developed weaknesses. 


During 1936 many State Mutual representatives 
found the word success written across the records 
of their careers. Many others, not satisfied with 
1936 results, will be on the road to achievement 
in 1937. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 92 Years a Synonym for Security 

















Opportunity!! 
The Columbus Mutual Offers 


Firs—-THE ADVANTAGES OF OPERATING YOUR 
OWN AGENCY. 


Second—LOW COST INSURANCE TO SELL. 
Third—LIBERAL COMMISSIONS FOR SELLING IT. 
Fourth—IDEAL WORKING CONDITIONS. 


Vested Renewals— 
Unrestricted Territory— 


Automatic Promotion— 

Equality of Opportunity— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, or 
by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 
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WE ARE GOING TO 
CELEBRATE! 


Our 25th Anniversary in March, 1937 


We are planning to make our Silver Anniversary the banner 
year in Pan-American history. 


We are going to appoint District Managers in Key Cities of 
Texas, Georgia, North and South Carolina and Virginia. 
are strongly established in these States where the Pan-American 
is well and favorably known. 


We 


We are going to give these District Managers every cooperation 
and assistance to facilitate their success. 
self entitled to advancement to the position of Manager, write to 
us giving full particulars about yourself in first letter and 


If you consider your- 


Address: 


EDWARD G. SIMMONS 
Vice-President & General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


Crawford H. Ellis, President 
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A PLEDGE 





“Since its organization in 1900, the guiding 
principle of Liberty National Life Insur- 
ance Company has been to achieve success 
by deserving it; to protect its Policyholders 
and their Beneficiaries with a fair, un- 
selfish contract and to construe it liberally 
in their favor; to serve them faithfully, 
adequately, honestly and economically.” 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Birmingham, Alabama 


FRANK P. SAMFORD, President 







































Send 9 cents in stamps for sample copy 


of 


THE ACCIDENT & HEALTH REVIEW 
The only exclusive accident and health paper published. 


It gives ideas and suggestions that help 
you sell income protection insurance. 


| Address your inquiry to A-1946. Insurance Exchange, Chicago 














(CONT'D FROM PRECEDING PAGE) 
Schedule B 
Ordinary Life 


at of c7—Policy Issued in Year—, 
5 1926 1 19 


Issue Year 1935 1931 921 i § 
1936 lst 5th 10th 15th 19th 
1937 2nd 6th 11th 16th 20th 

25 1936 $4.96 $5.10 $5.37 $5.69 $5.97 
1937 5.80 5.97 6.29 6.85 17.33 
Incr .84 87 92 1.16 1.36 

40 1936 6.05 6.30 6.85 7.58 8.11 
1937 7.28 7.54 8.20 9.25 10.09 
Incr. 1.23 1.24 1.3856 1.67 1.98 

55 1936 9.12 9.65 10.43 11.22 11.70 
1937 11.30 11.87 12.73 14.15 15.27 
Iner 2.18 2.22 2.30 2.93 3.57 

20-Payment Life 

25 1936 6.06 6.31 6.71 7.18 17.60 
1937 6.89 7.05 7.46 7.95 8.40 
Incr. 83 -74 -69 ay Gf 8 

40 1936 7.10 7.42 8.06 8.83 9.3 
1937 8.30 8.56 9.17 10.07 10.68 
Incr. 1.20 1.14 1.11 1.24 1.33 

55 1936 9.76 10.30 11.06 11.73 11.95 
1937 11.91 12.44 13.16 14.27 14.85 
Incr 2.15 2.14 2.10 2.54 2.90 

20-Year Endowment 

25 1936 7.04 7.46 8.11 8.86 9.52 
1937 7.84 8.03 8.38 8.92 9.32 
Incr. 

(or Decr.) .80 57 Ets 06 —.20 

40 193 -71 8.13 8.87 9.69 10.18 
1937 8.89 9.15 9.69 10.42 10.75 
Incr. 118 2202 828. «43 57 

55 1936 9.95 10.50 11.25 11.84 11.90 
1937 12.09 12.58 13.23 14.14 14.36 
Incr. 2.14 2.08 1.98 2.30 2.4 


The Mutual Life explained that this 
table applies to standard policies, or 
those not having the income disability 
benefit. 





Liberalizes Juvenile Policies 





Action Taken to Broaden Field Due to 
Elimination of Older Prospects 
in Depression 





NEW YORK, Dec. 17.—Liberalized 
juvenile policies embodying desirable 
features and issued at lower ages are 
being considerably stressed as a means 
of helping agents write more business. 
Quite a few companies have brought 
out new or liberalized juvenile contracts 
in the last year or so and it is likely 
that more are on the way. 

The economic convulsion which be- 
gan in the fall of 1929 has undoubtedly 
affected people in the older age group 
more than the younger prospective 
buyer of insurance. One objective of 
the introduction and emphasis on the 
juvenile policies is to replace this deci- 
mated older field of :prospects. The 
juvenile policy has long been recognized 
as an excellent entering wedge for the 
sale of insurance to the child’s parents, 
although the opportunity has not been 
widely utilized by most agents. It is a 
particularly good wedge when a pre- 
mium waiver is put on the life of the 
father or mother. This involves an ex- 
amination of the parents. With this 
hurdle passed %t is of course very much 
easier to make a sale of an insurance 
policy to a parent on his own life. 





Fidelity Mutual Dividend 
Scale to Continue in 1937 





The Fidelity Mutual announces the 
dividend scale for 1937 will be the same 
as for this year on the current 3 per- 
cent contracts. Distributive interest 
rate of 3.75 percent on policy proceeds 
left with the company and on divi- 
dend accumulations will be continued. 
The continuance of the progressive 
scale means that under all permanent 
plans the 1937 dividend will show 
normal increase; under term policies 
the dividend will remain level as here- 
tofore. 

Under older policies issued prior to 
June 1, 1935, before adoption of the 
present reserve basis, the scale effec- 
tive Jan. 1, 1937, will yield each policy 
a dividend at least equal to that cred- 
ited at its last anniversary. 

“Careful underwriting is still bring- 
ing us a favorable mortality, and pres- 
ent indications are that dividend contri- 
butions from this source will not vary 
greatly from our experience of last 





year,” President Walter Le Mar Ty. 
bot states. “Interest earnings, however 
continue at lower levels—a fact gener. 
ally recognized. Substantial divideng 
contributions from excess interest are 
hardly to be expected for some years. 
Progress is being made in keeping ovr 
funds currently invested and the jn. 
vestment situation generally is becom. 
ing more stabilized.” 





Yeomen Mutual Increase 


The Yeomen Mutual Life of De; 
Moines has increased its dividend scale 
effective May 1. This company Oct, 1 
revised its reserve and surrender values 
to American Experience 3 percent basis, 
upon which interest assumption the new 
dividends are calculated. The new rates, 
values and dividends will be announced 
soon. 





North American L. & C. Policies 


The North American Life & Casualty 
of Minneapolis has brought out a new 
policy with multiple settlement options 
and increased benefits in case of death, 
Another new policy offers a_ pension 
plan to those who do not qualify under 
the social security act. 


C.L.U. NEWS 


LAYMAN’S STRONG INDORSEMENT 


A layman’s endorsement of the val- 
uable service rendered by trained life 
underwriters to the public was given by 
George S. Olive, president Indianapolis 
Chamber of Commerce, speaking before 
the Indianapolis C. L. U. chapter. 

“While there are 26,000,000 employes 
who are at present eligible for enroll- 
ment under the social security act,” 
Mr. Olive said, “there are estimated to 
be 28,000,000 persons gainfully em- 
ployed or in certain occupations who do 
not qualify under the act. Many of 
these will doubtless become interested 
in making provision for their own so- 
cial security by means of life insurance. 

“Many of those who are eligible to 
receive benefits under the social secur- 
ity act will also be encouraged to add 
to their old age income by these means. 
It is generally conceded by forward- 
looking life underwriters that the new 
legislation, both state and federal, af- 
fords the life insurance companies and 
the life underwriters of the United 
States an additional opportunity to serve, 
because the public has become intensely 
interested in income for old age. The 
trained life underwriter will recognize 
this opportunity and render the service 
accordingly.” 

Dan W. Flickinger presided. C. L. 
U. study classes have ovened at Butler 
University in Indianapolis. 











ase ok 
DENVER STUDY CLASSES 
Regular study classes with what 


promises to be the largest attendance 
in the history of the Denver unit, will 
be launched by the Denver C. L. U. 
chapter early in January. Plans are 
also being made for extensive C. L. U. 
activity at the national convention here 
in August. 





Indicted for Fraud 


LAKE CHARLES, LA., Dec. 17.—A 
federal grand jury indicted C. E. Hill 
on charges involving accusations of 
fraud in connection with the activities 
of the Southern Life Club, an insurance 
organization. Hill, arrested at Hous- 
ton, Tex., was ordered held under $5,000 
bond by Federal Judge Dawkins. The 
indictment charged the club used Lake 
Charles for its headquarters and sold 
memberships in Arkansas, Missout1, 
Texas and Oklahoma and advertised m 
newspapers for agents. It was further 
charged that the club disposed of 
“worthless” life insurance certificates 1 
denominations ranging from $1,000 to 
$5,000. 
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le years, i Mutual Life, retiring president, and T. 
ping our Montreal Manager Trains H. Tomlinson, Bankers Life, were 
the in. Many Successful Agents named on the executive committee. 
becom. The club now has the largest mem- 
Frank Robinson, manager Mutual bership since it was organized, 26. 
Life of Canada in Montreal, has been | 
ase gecessful in developing men writing | Rowland Dallas President 
om $150,000 to $450,000 a year. He xp See 
of Des aks the man to select six acquaintances A. A. Rowland of the Life 7. a. 
nd scale upon whom to call and ask why each | Was elected president of the Da las en- 
y Ocha jecided to own life insurance, and how eral Agents & Managers Association at 
T values MM they place other insurance they buy. | 1s annual meeting. He es M. 
nt basis, HH rhe agent with potentialities of success | Holcomb, Ree toners 5 mn eee ee 
the new @ cyally returns with at least one of the appointed chairman of the program com- 
'w rates, Mix men ready to follow through on a | Mittee. H. D. Mouzon, Texas Pruden- 
nounced HH ale tial, was elected vice-president and H. F. 
“Mr. Robinson’s recruiting formula is: eo Minnesota ee ge _ 
“Relate a sound man to a fair goal. Ba e te agp al 
licies Supply him with facts and set before sahara wince Sears ae ene 
Casualty jy tim a vision of the life insurance busi- | MC™mDETsP sceeaiamaanie 
i ty iess. Leave him.” . ; 
Pot In his own office, painted in large gilt Studies Recruiting Trends 
fd h, letters on the glass office partition is the aad Gabiteain 54 ; R h & 
Cath. caption “Agency Leader in Paid for ae OD CICM CE) Recurance seescener 
Pension MJ Business the Past Month,” under which | Review Service, addresses the General 
y under @ spears a framed picture of the agent. a 2 Lae map or gr oe om rpm 
This position brings definite privileges | @@napolis Friday on “\ Study of Cur- 
wummen © (0 the leader; to him are referred office ar Ragan ee le 
oe ther busi sibil- ; ra , 
ila ee ae coe of the classes of 1928 and 1929 to de- 
VS j termine their present attitude toward 
life insurance as a life work—a cross- 
——— Krueger Heads St. Paul Club section of the attitude of the average 
MENT ST. PAUL, Dec. 17—Sam_ D.| man on life insurance as a career, 
he wl I pata oy Pa ig be se 
| ae was elected president o e ot. Pau p : : : N nue it 
1ed - General Agents & Managers Club at the Hamilton Miected in Sioux City hold jeg a OPPORTUNITY 
aed 4 annual meeting. Earl Eide, Prudential, J. Y. Hamilton is the new president if you line up now to step out 
es ‘SM and Carl Ledgerwood, New York Life, | of the Sioux City (Ia.) Life Managers in ‘37 with this 40-year-strong, 
| before BH vere named vice-presidents, and O. G.| Association. Phil. Orchard was named fast-growing company. Splendid 
i. omen Holmer, State Mutual, secretary-treas- | vice-president and Henry Hampe, sec- poe Ae available for 
oe urer. W. M. Becker, Jr., Massachusetts | retary. oe 
y act,” — : 
ated to YEOMEN MUTUAL LIFE INSURANCE COMPANY 
- A. H. Hoffman, President Home Office, Des Moines, Iow 
‘nf PACIFIC COAST AND MOUNTAIN i 
any of ecaierentaeienaet = 
wo Plans Washington Legislation of consistent, consecutive production 
vied during which his weekly paid production 
ihe tp C Bali's Sulli — ere has averaged $30,000 or more each week. 
aca gown A poe — ra rafting oo Soo who is a life member of ® 
San gents’ Qualification Measure— the Million Dollar Round Table has also Why th G l Ag t 
—— Wants Power to Impose Fines just completed 661 weeks of consecutive us enera en 
peaveton biger4 ar gage Zz has been active ” 
agi in affairs of the Oakland-East Bay Life h 
- SEATTLE, WASH., Dec. 17.—Com- | Underwriters Association, being a for- ame it S 
al, af- missioner Sullivan of Washington, who mer president of the organization 
es and ap reelected for another —— —_ & : 
United by a two to one majority, is laying plans i , . c 
serve, IE fer several iesbortant amadensats to the To Confer with Riehle "When | left my former connection | decided | 
rensely J state insurance code which he will pre-| Nels J. Nelson, northern California . 
The nd to “ 1937 — = COL manager of the Reliance Life, who is — — contact we Home Office 
ognize Yenes in January tor a 60-day period. | attending a managers conference at the than the usual company afforded. 
service pod completing a draft of an agents’ | home office in Pittsburgh, will confer aiid 
a —— law which will — with Theodore M. Riehle, president of " oe h ff; 
© he ys ee % Pes a ging the National Association of Life Un- wanted a company whose o7mticers were com- 
fuller Bl ing for a license for the first time will be | S¢tWriters, ane te ee Be mitted to the plan of building on quality rather 
required to take a written examination, | tices agreement, Mr. Nelson is chairman than quantity. | wanted a company that would 
aa bs -, — measure. | of the Research Committee of the San i 
what J MRCR te, St draft of the law is com | Prancisco. Life. Underwriters Associa make its agents feel that they were members of 
dance J mit it to various insurance organizations | i in charge of this work. a family group rather than just numbers on the 
t, will § in the state for recommended changes — ee —e absence the 
L. U. § before the bill is introduced as a depart- ay pai < - in ae Rane S spe roll of agents. 
sare mental measure. Commissioner Sullivan | “4 Proeuction Crive. 
L. U. i Se gees to Gem Oe Damaiene te anee "| also wanted this company to be conservative, 
1 here e€ coy cng a —- to d f 2 i d } a ‘it All thi 
assess fines for violations of the insur- I soun inancia ana western in spirit. 1S 
ance code. At present, the only penalty NDUSTRIAL Y a P 
prescribed is cancellation of _ license. and more | have found in the company of my 
More stringent twisting laws will likely --¢ of on 
7A be the subject of another bill. John Hancock Transfers choice—The Montana Life. 
Hil e e 
Pp sinsavorsnceetes Several Managers in Field 
vities Massachusetts Mutual Rally ’ 
rance With John W. Yates, California gen- Agency changes to take effect Dec. 
Tous- eral agent, and F. J. Van Stralen, man- | 28 are announced by the John Hancock 
55,000 ager of the northern California agency | Mutual Life. F. Breslin, district 
The 0; the Massachusetts Mutual Life, as | manager at Johnstown, Pa., will become 
Lake Principal speakers, members of the | district manager of the New York No. 8 
sold § agency held their annual sales meeting | 4 area and George P. B. Clarke, who 
— es — Francisco, with the day devoted ee been in capa that office — the Enduring as the Mountains 
ec 0 sales methods and plans for 1937. ast 33 years, will retire to become 
rther In the evening agents and their wives | deputy manager. Mr. Breslin has been HELENA MONTANA 
1 of Were guests of the company at a dinner | at Johnstown since 1931 and has been Beal S ‘ d fA 7 
es i with C. G. Keehner, district manager | with the John Hancock 14 years. e Cannon, Superintendent of Agencies. 
0 to in Oakland, as guest of honor. Mr. John H. O'Reilly, district manager at 
Keehner has just completed ten years | New York No. 5 will be transferred to x 
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Passaic, N. J., as district manager. He 
has had long service with the John 
Hancock, starting as a clerk in the 
Bridgeport, Conn., office in 1902. He 
served as assistant district manager 
in Passaic from 1928 to 1933. Walter 
Winkel, who has been district manager 
at Passaic for the past three years, will 
become the manager of New York No. 
5. He started as an agent in New York 
No. 1 in 1925. 

George F. Scanlon, assistant district 
manager at Bridgeport will go to Johns- 
town as district manager. 


Neil Flenner Transferred 


Neil Flennet of Spokane, Wash., has 
been transferred to Seattle as manager 
of the Prudential. Just before he left 
Spokane, his marriage to Mrs. Florence 
Irwin was announced. 








Industrial Notes 


James J. Casey, 57, with the Pruden- 
tial for 35 years, and since 1916 assist- 
ant superintendent in Utica, N. Y., died 
there. 

Michael Fleischer has been appointed 
field superintendent of the Columbus, O., 
agency of the Washington National. 


“Life Insurance and the Federal Tax 
Laws”—authoritative 44-page booklet 





50c. Order from National nderwriter. 








RECORDS 


Columbian National Life—Paid life 
insurance in November was the largest 
for any month in more than five years. 
Insurance in force has been increasing 
all the year, and the gain for Novem- 
ber was $570,000. 

For the third successive year Louis 
J. Rosenberg, general agent at South 
Bend, Ind., has been elected secretary 
of the Columbian National’s Star Pro- 
ducers Club. Mr. Rosenberg has been 
a member ever since he started with 
the company 12 years ago. 

Last year Mr. Rosenberg also earned 
the presidency of the Star Producers 
Club by leading the entire field force. 


Indianapolis Life—November volume 
largest in seven years. Insurance in 
force increased $2,933,000 in the first 11 
months, while the lapse ratio is the low- 
est in many years. The company now 
has $98,700,000 of insurance in force. 

W. S. Fuller, Cincinnati, Prudential— 
Applications totaling more than $1,436,- 
000 from 112 persons were secured by 
the Cincinnati ordinary agency in No- 
vember in honor of President E. D. Duf- 
field’s 30th anniversary with the com- 
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pany. Leading agents were Richard 
Dana, C. J. Heldman, Theodore Heck, 
Samuel Cantor and C. H. Hooker. 

A. A. DeLapp, Chicago, Union Mutual 
Life—Reports 30 percent increase in bus- 
iness over that of 1935. He became man- 
ager there two years ago. 





AGENCY NEWS 


Old Agency at Owosso, Mich. 
Is Moving to New Location 








The Gilbert L. Taylor Insurance 
Agency at Owosso, Mich., is moving to 
the Laverock building at 313 North 
Washington street. This is an event of 
considerable significance to Gilbert L. 
Taylor. It was half a century ago that 
he started to work in Owosso, entering 
the employ of his uncle in November, 
1886, in the M. L. Stewart & Co. bank. 
He later became cashier in the newly 
organized Citizens Savings Bank which 
started in February, 1896. In January, 
1920, he retired to engage in the insur- 
ance business. In 1935, Howard S. Tay- 
lor retired as a member of the faculty 
of Stanford University to become asso- 
ciated with his father. He is a graduate 
of the engineering department of the 
University of Michigan. Taylor, senior, 
has long been connected with the Mich- 
igan Union Life of Grand Rapids, for- 
merly the New Era Life. He started in 
1900 as its auditor, later became a direc- 
tor and treasurer and in 1932 was chosen 
president, which office he occupies. His 
time is divided between the home office 
of that company and his own agency. 
Mr. Taylor has been located for 50 years 
on the corner of Washington and Ex- 
change streets, Owosso. 





Poindexter Detroit Speaker 


Urban Poindexter, assistant director 
of agencies, addressed 40 members of 
the C. R. Eckert general agency of the 
Northwestern Mutual in Detroit on 
“Planning for Permanent Prosperity 
Through Personal Progressive Im- 
provement.” 

E. D. Stehacker, former sales execu- 
tive of the National Cash Register 
Company and later assistant to the 
president of the Sheldon Sales Organ- 
ization, Chicago, talked on “Sales Effi- 
ciency.” ; 

Mr. Eckert was honored by his 
agency associates Monday on his first 
anniversary as head of the agency. 


Giffin in St. Louis 
James A. Giffin, assistant agency 
manager Phoenix Mutual Life, spoke 
at a luncheon meeting of the St. Louis 
agency. Manager E. J. Burkley presided. 
W. E. Anderson of the agency is cele- 
brating the 45th anniversary with it. 








Chicago Agency Moves 


Chicago offices of the United States 
Life will be moved soon to the Conway 
building, 111 West Washington street, 
suite 510-12. For several years quar- 
ters have been located at 222 West 
Adams street. 

E, L. Johnson, who recently was ap- 
pointed manager, said the new quarters 
afford much greater facilities. A large 
number of life companies have their 
offices in this building. 


Equity Corporation Probe 

WASHINGTON, Dec. 17.—The Se- 
curties & Exchange Commission this 
week began its examination of the his- 
tory and activities of the Equity Cor- 
poration, which will include a study of 
its acquisition of interest in General 
American Life, American Colony, Col- 
onial States Fire, and their various sub- 
sidiaries and affiliates. The inquiry is 
part of a study being made by the SEC 
of. investment trusts and investment 
companies, and will involve the relation- 
ship of the Equity Corporation with 
United Founders Corporation and other 
investment) organizations. 





Lincoln National to Hold 
Novel Form of Team Sale I 








The 22 leading Dern month produc 
ers of the Lincoln National Life dy. 
ing December are holding an “Eas, 
West football game,” duplicating jy 
many features the East-West game 
played annually on New Years Day 
two all-star teams of 11 members being 


hig Tu 






















large Ni 
F.C 


selected from the company’s field 

force. The West team’s personnel con. Many | 
sists of the 11 representatives west offfwnded th 
the Mississippi who scored highest jn MM geting « 


the company’s Dern month contest jp 
October. The East team is made up 
of the leading Dern month scorers from 
states east of the Mississippi. 
Agents named to the East team are: 
W. B. Kibble, Ohio; F.‘ M. Moore, In. 
diana; Mrs. Sophie B. Reich, Ohio; G, 
K. Duerson, Louisiana; G. J. Clautice, 
Maryland; J. G. Hopkins, District oj 
Columbia; Mrs. B. Ruth Loehr, Ohio; 
W. B. Miller, West Virginia; A. A. 


Insurance 
gn, the 
aecutive 
gveral y 
to meet | 
the com! 
In yea 
jive to 1 
these clo 
pervisors 
of Milwe 


Werner, Ohio; M. L. McDermond, In- president 
diana; A. I. Ostrov, Ohio. ecutive si 

The team representing the West js pace of 
composed of: W. R. Ashbrook, Mis. @ this affo 
souri; L. B. King, California; D. Rad-@ rious f 
ford, Jr., Nebraska; L. N. Bennes, Min. @ ers were 
nesota; G. V. Jackson, Texas; E. G, @ uted in! 


Mutsch, Minnesota; Clyde Chaddick M 
Texas; R. E. Daughtry, New Mexico; 


E. O’Hearn, Jr., Texas; J. B. Stratton, The D 
Texas; Phil Sitrick, Iowa. pressing 
The combined written volume for De. jy ter lif 
cember of the eleven members of each @ §™0re 
team will determine the score of the all 
ne ee rell of C 
trained 
Luncheon for C. V. Starr well aa 
About 40 leading New York City gen- pol a 
eral agents and managers were guests MM ihe N. | 
of the American International Under- @ jhe coms 
writers, Inc., which gave a luncheon this & interests 
week to enable local life insurance men @ | with 
to get acquainted with C. V. Starr, new G 
president of the United States Life, who @ Home ( 
has built up extensive insurance inter- @ presiden 
ests in the Orient. mittee n 
Mr. Starr talked informally on the & present 
aims of the United States Life under Walte 


the ownership of the American Inter- @ Life; M 
national, which are in general to provide @ retary | 





American life insurance sales facilities J sccretary 
for Americans living abroad, no matter @ dent Re 
where they may reside. This is made @ counsel 
possible through the world-wide repre- @ Brother 
sentation of the American International. @ Ekern | 

Representatives of the American In- § Chicago 
ternational included George Moszkovski, @ Catholic 
president; C. B. P. Carvalho and R. H. @ secretar 
Chapman, Jr., vice-presidents, and R. J. @ presider 
Williams and C. J. Smith; vice-presi- Omaha 
dent, United States Life. 0; W.. 1 

West 1} 
Smrha Asks Salary Boost pan 

LINCOLN, NEB., Dec. 17.—But 
two requests have been filed by Insur- 
ance Director Smrha with the state P; 
budget director. One is for a restora- 
tion of the salary of the director to 1 
$3,600. The last legislature passed 4 
law revising the salaries of all state 
officers and fixed that of the director at 
$3,600 a year. State officials took the 
matter to court with the result that the Lut! 
law was invalidated, which left the di- neec 
rector with only a $3,200 a year stipend. sii 
Mr. Smrha thinks it was the legislative P 
intent to recognize the importance ol sele 
the office by fixing an appropriate sal- Lut 
ary. The other request is for an ap- drey 
propriation of $5,000 for the biennium a 
to finance litigation and investigations. 

The attorney general handled all litt | 
gation for the department up to the 
naming of a special attorney for it two 

years ago, and Mr. Smrha is anxious iil 
that funds be available for use for such 
purposes for the next two years. 

Mrs. Grace Carleton Dryden, widow B 
of Forrest F. Dryden, former president E 
of the Prudential, died in Bernardsville, 

N. J. She was 61 years old. Mr. Dry- Mit 
den’s father was U. S. Senator John F. 
Dryden, founder of the Prudential. For- = 


rest Dryden died in 1932. 
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Aes Bpig Turnout at Hot Springs 
1 “East —— 





ating inlMtrge Number of Society Officials, N. 
st game F. C. Executives Attend Com- 

irs Day a 

a i. missioners Meet 

FS being 

S — field : . 

nnel con. Many fraternal society executives at- 


ended the Hot Springs, Ark., mid-year 
necting of the National Association of 
Insurance Commissioners. For one rea- 
on, the National Fraternal Congress 
xecutive committee held a session, for 
gveral years it having been the custom 


West of 
ghest in 
ntest in 
nade up 
ers from 


am are: Mio meet at the same time and place as 
ore, In. the commissioners. 
Jhio; GM In years past the N. F. C. was less 
Clautice MM ilive to the benefits to be derived from 
trict of MM these close contacts with the state su- 
» Ohio; MH pervisors, but under Judge J. C. Karel 
A. A,@jof Milwaukee when he was N. F. C. 
nd, In- WM president, it was decided to hold an ex- 
ecutive session regularly at the time and 
Nest is place of the commissioners’ meeting, 
k, Mis-@ this affording opportunity to iron out 
). Rad- @ various problems when the commission- 
s, Min- @ ers were together and thus could be con- 
E. G, @wulted informally in arriving at decisions. 


laddick, More Progressive Attitude 


Mexico: 

ar The N. F. C. has been steadily pro- 
’Bessing toward a status on a par with 

for De. iter life insurance organizations and 

of each MS more fully recognizing its responsi- 

of the ™ vilities toward the whole fraternal field. 


Its executive secretary, Foster F. Far- 
rell of Chicago, is a modern young man, 
trained in the bond business, alert and 
T well known and liked among representa- 
tives of other life organizations. He has 




















Y Sell: M served as liaison officer and has placed 

a the N. F. C. in much closer touch with 

nder- HM the commercial life insurance field whose 

on this @ interests in so many respects are identi- 

é met @ «l with those of fraternals. 

a §S. H. Hadley, president Protected 

, Who HH Home Circle, Sharon, Pa., and N. F. C 

inter- HF resident, presided at the executive com- 
mittee meeting in Hot Springs. Others 

n the # present were: 

under Walter C. Below, president Fidelity 

Inter- @ Life; Miss Frances D. Partridge, sec- 

rovide @ retary Woman’s Benefit; C. L. Biggs, 

cilities secretary Maccabees; W. F. Traub, presi- 

natter @ dent Royal League; Herman L. Ekern, 

made @ counsel N. F. C., president Lutheran 

repre Brotherhood and senior member of 

ional, Ekern & Meyers, insurance law firm, 

n In- @ Chicago; Thomas H. Cannon, president 

ovski, MH Catholic Order of Foresters and past 

a secretary N. F. C.; De E. Bradshaw, 

R. J. president Woodmen of the World, 

presi: @ Omaha; Bradley C. Marks, president A. 
0. U. W. of North Dakota; Mrs. Bina 
West Miller, president Woman’s Bene- 

t = 

—But 

nsur- P d eo 

«1 Prospect Leads: 

r to 1] 

ed a 

state 

or at 

the {| 

. Lutheran Brotherhood field men 

Po need never be idle for lack of 

stive prospects. Our men have a 

e of selected field of operation. All 

sal- Lutheran men, women and chil- 

Poa dren are eligible for Brother- 

ean hood insurance. 

liti- 

the | Lutheran salesmen, for 

two Ht a greater field in sell- 

ious i ing, write 

“| LUTHERAN 

» | BROTHERHOOD 

tle LEGAL RESERVE LIFE INS. 

ry- Herman L. Ekern, President 

y ; 

F. Minneapolis Minnesota 

or St 















a 











~ LEGAL RESERVE: FRATERNALS 


fit; Mrs. Dora Alexander Talley, presi- 
dent Woodmen Circle; James Mann 
Miller, counsel Woman’s Benefit; Arthur 
W. Fulton, counsel Security Benefit. 


Others Who Were Present 


John Abrahams, president Security 
Benefit; Executive Secretary Foster F. 
Farrell, N. F. C.; C. F. Westcott, coun- 
sel National Union Assurance; Farrar 
Newberry, director Woodmen of the 
World, Omaha; Frank Lee, actuary 
Woman’s Benefit; Judge T. L. McCul- 
lough, president Praetorians; J. P. 
Hanks, director Praetorians; Mrs. Jeanie 
Willard, Woodmen Circle; Russell 
Mathias, Lutheran Brotherhood; Mrs. 
Nellie C. V. Hippert, Akron, O., treas- 
urer Woman’s Benefit; Mrs. Grace 
Meredith, Wabash, Ind.; Miss Nellie E. 
Lounsbury, Warren, Pa. and Mrs. 
Mary A. C. Sommers, St. Louis, trus- 
tees Woman’s Benefit; John V. Sees, 
secretary Standard Life, and F. R. 
Korns, director Modern Woodmen. 

The executive committee held only a 
short session, most of it being devoted 
to discussion of the social security act, 
the effect it would have on fraternals 
and hearing a report of the special com- 
mittee headed by H. L. Ekern, presi- 
dent Lutheran Brotherhood, on the 
meeting in Washington with internal 
revenue bureau officials in an effort to 
avoid the tax. Plans also were dis- 
cussed for the mid-winter meeting of 
the N. F. C. sections in Chicago. 

Mrs. Bina West Miller, president 
Woman’s Benefit, Port Huron, Mich., 
held a meeting of her society’s board. 





Equitable Reserve Is to 
Issue New Juvenile Forms 





The Equitable Reserve of Neenah, 
Wis., announces three new junior poli- 
cies to be issued on and after Jan. 1, 
ordinary life, endowment at 65 and edu- 
cational endowment at 18. The ordinary 
life will be issued ages 5-16. The en- 
dowment at 65 will be issued to age 16 
and the educational policy from birth to 
age 10. The latter policy will pay $25.41 
a month per $1,000 for ten months of 
each of the four years after maturity. It 
will be sold in $500 units. Waiver of 
premium is available in connection with 
these three policies. 

The term to age 16 will be continued. 
During 1936, the society explains, this 
has converted to ordinary life with 4 
percent interest assumption on Amer- 
ican Experience basis. This will be 
changed Jan. 1 to ordinary life on 3 
percent American Experience basis in 
line with the society’s change to a 3 per- 
cent basis Jan. 1, 1936. Premium rates 
on the junior term to 16 will not be 
changed, but it will be written at age 
nearest birthday rather than age next 
birthday. After age 16, rates will be 
those for the plan 20 ordinary life. 


Illinois League Proposes 
New Fraternal Department 





SPRINGFIELD, ILL. Dec. 17.— 
Resolutions demanding that the Illinois 
legislature enact a law setting up a 
fraternal insurance department were 
passed here at a meeting of the Illinois 
Fraternal Insurance League. Resolutions 
claimed the Modern Woodmen, Royal 
Neighbors and other societies by degrees 
had “discarded fraternal features and 
adopted old line insurance plans, and 
as a result of such tactics fraternal insur- 
ance societies, with representative form 
of government, no longer exist.” The 
league suggested that a fraternal insur- 
ance director be appointed for the state 
to work independently of the depart- 
ment headed by Director Palmer. Reso- 
lutions protested against the “unlawful 
and illegal actions wherein the old mem- 
bers of fraternal insurance societies are 





deprived of their rights and_ policies 
under the guise of making fraternal 
societies ‘actuarily sound.’ ” 

E. E. Struther, East St. Louis, is 
chairman of the league, and R. W. John- 
son, Springfield, secretary. 


N.F.C. Membership Increase 
to 90 Societies Reported 








The National Fraternal Congress of 
Chicago since the annual convention in 
New York City has admitted four new 
members, total membership now stand- 
ing at 90, Executive Secretary F. F.‘ 
Farrell reports. The four are Associa- 
tion Canado-Americaine, Manchester, 
N. H.; Baptist Life Assurance, Buf- 
falo, N. Y.; Czecho-Slovak Society of 
America, Cicero, Ill., and Czech Ladies 
Benevolent Society, Cleveland. 

Societies admitted last year are: Bro- 
therhood of Railway Trainmen, Cleve- 
land; Lithuanian Alliance of America, 





New York City; Skandinavian-Ameri- 
can Fraternity, Eau Claire, Wis.; Ver- 
hovay Fraternal Insurance Association, 
Pittsburgh, and Zivena Beneficial So- 
ciety, Pittsburgh. 


Takes Over Fraternal 


Commissioner Hunt of Pennsylvania 
has been directed by the Dauphin county 
court of that state to take possession of 
and liquidate the Russian National 
Union of St. Michael the Archangel, a 
fraternal which was declared insolvent 
and unable to meet its obligations. 








The Michigan department has licensed 
the Workmen’s Sick & Death Benefit 
Fund of Brooklyn. 


State Managers Meet 


A state managers’ convention was 
held in Denver by Guy Gay, Denver 
manager of the Sun Life. Those attend- 
ing were: L. I. Gulich, Wyoming man- 
ager, Martin Sather, Utah manager, and 
Lee Down, northern Colorado manager. 





C. L. BIGGS 


Supreme Record Keeper 


THE MACCABEES 


59 years of fraternal service 





Two Old Age Homes—Direct Benefits to Thousands of 
Needy Members 


—endowed hospital beds 


—free nursing service 


DETROIT, MICHIGAN 


Life, Disability 
Retirement Income 


Health & Accident 
PROTECTION 


205,000 Members 


E. W. THOMPSON 


Supreme Commander 
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HEEL 


Our Own Home Office Building 





has 


Assets, Oct. 1, 1936 
(Increase 128.05%) 
Insurance, Dec. 31, 1929 


(Increase 20.45%) 





THIRTY-FOUR YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 


: AID ASSOCIATION 


, ici . _, , The Aid Association for Lutherans has enjoyed 
a consistent growth since its organization in 1902 as a purely fraternal association, and now 


$167,000, 000.00 
Insurance in Force with Total Assets over $21,278,000.00 
A REMARKABLE SIX-YEAR DEPRESSION RECORD 


a Tac 4 hE nes Chee eee Kkiedeksereenetcaeademaceatsekens $ 9,330,284.14 


PAethecicaKen see eeehKneaeeeatiatenteceusewaudad $ 92,510,000.00 


Fnsurance, Oct. 1, 1996... ccccccccccccss 
During this period, the Association paid $10,869,497.88 to certificate holders and beneficiaries. 


FOR 
LUTHERANS 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 


21,278,116.66 


166,940,304.59 
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General 
Agency Openings 
for Illinois 


Liberal first year commission 
and non-forfeitable renewal 
commission. 


Assistance in the Field, Home 
Office co-operation, Radio 
Advertising. 


Writing complete line of Mod- 
ern Policies, all standard pro- 
vision. 

Ages 0-65. 


Double Indemnity, Triple In- 
demnity, Disability, non-med- 
ical. 


For particulars write 


BUILDERS LIFE 
INSURANCE COMPANY 


BUILDERS BLDG. 
228 No. La Salle St. CHICAGO 


WBBM every Sunday 12:45 daylight 


savings time. 

















STREAMLINE TRAIN 


® Modern policies . . . modern 
agency contracts . . . modern 
agency helps . . . everything 


that is thoroughly modern is 
yours when you represent this 
young flexible company. There 
is real opportunity for you with 
the Modern Life. As out 
available territory in Minnesota, 
Oklahoma, Texas and Missouri. 


MODERN LIFE 
INSURANCE COMPANY 


M. A. NATION, Vice-President & Secy. 
St. Paul, Minnesota 








Your Own General Agency 
IF YOU QUALIFY 
Also, good territory for 


personal producers 
under direct contract. 


UNITED STATES LIFE 


INSURANCE COMPANY 
101 5th Ave. New York 














You’re in the Money — when you sell 
accident and health. Read The Accident & 
Health Review for sales pointers. Sample 
10 cents. Address A-1946 Insurance Ex- 
change, Chicago. 











Agents’ Pensions 
Being Considered 


(CONTINUED FROM PAGE 1) 


age of persons insured leaving the 
group by normal causes other than 
death, such as by employes becoming 
too old to work and leaving employ- 
ment. The same would apply to union 
members. 

In the case of life agents these con- 
ditions are fulfilled even though there 
is no true employer-employe relation- 
ship. Even though not employes, the 
company’s agents as a group are dimin- 
ished by pretty much the same natural 
causes that decrease a group of em- 
ployes. 


Acquisition Cost Limits 





In making any pension or group life 
plan for their employes, companies op- 
erating in New York state must take 
into account that state’s limitations on 
acquisition costs, which are fixed by a 
definite formula. Most companies have 
a considerable margin on this cost but 
they do not care to cut down the mar- 
gin unduly or increase their acquisi- 
tion costs unjustifiably. 


Options Need Care 
in Business Cases 


(CONTINUED FROM PAGE 1) 


sired setup. The life company draws 
up this agreement, which is signed by 
all parties at interest. 

What is practically certain to happen 
unless the home office is particularly 
warned or unless it has had an unusual 
amount of experience with this rela- 
tively rare form of assignment, is to 
assume that all control of the policy 
is being assigned to Mr. Robinson, since 
he is the insured and his name, of 
course, appeared on the application 
blank. The home office should be told 
that no change in the ownership of the 
contract is being made but only in the 
right to dispose of the proceeds. At 
the same time, the possibility that the 
assignment may be handled in the rou- 
tine way anyhow makes it advisable to 
look over the endorsement carefully to 
be sure that it has been properly drawn. 


Well Known Murrell Pair 
Join Mutual Benefit Life 


(CONTINUED FROM PAGE 1) 


ness he averaged 37 cold canvass calls 
a day, lost 11 pounds and sold over 
$8,000 in premiums. Since then he has 
served as assistant manager and man- 
ager of various agencies for the Travel- 
ers at Hartford and Waterbury, Conn.; 
Boston, Mass., and Chicago, where he 
made a record as life department man- 
ager for Fred S. James & Co. 

He earned the C L. U. designation 
in 1929, became the first president of 
the Chicago C. L. U. Chapter and is 
now president of the New York C. L. U. 
Chapter. He was a member of the Mil- 
lion Dollar Round Table in 1931 and 
1932 and is a director of the New York 
City Life Underwriters Association. 








Weymouth Murrell’s Career 


Weymouth Murrell, born in 1897 in 
Bedford County, Va., attended Lynch- 
burg public schools. When war was 
declared he abandoned his intention to 
go to college and enlisted, instead, at 
the officers’ training camp at Fort Myer, 
Va. He served as first lieutenant in 
several major engagements during the 
war with the 317th Machine Gun Bat- 
talion. 

He began his life insurance career in 
1924 with the Travelers at Lynchburg, 
three months before a current company 
convention. He managed to qualify for 
the convention and while attending it 
was offered an assistant managership at 
Richmond. In four years of field work 
he developed a closing ratio of one sale 





in 2.4 interviews, wrote from one to two 
millions a year in joint work and became 
a high ranking man in new organization 
work. He made an outstanding record 
in recruiting. 

In 1928 he was brought into the home 
office of the Travelers where he was 
first concerned with group insurance and 
was later put in charge of a territory as 
assistant superintendent of agencies. The 
territory pays for more than $100,000,000 
of life insurance a year. 


Social Security Rulings in 
Applications to Insurance 





(CONTINUED FROM PAGE 8) 


ployment. If, however, the remuneration 
paid for employment performed during 
any calendar year by an employe for the 
same employer exceeds $3,000, the term 
does not include that part of such re- 
muneration in excess of the first $3,000 
therefore. 

“If the employe has more than one 
employer during the calendar year, the 
limitation of wages to the first $3,000 of 
remuneration received applies to remu- 
neration received from each employer 
with respect to employment during that 
year.” 

Two other examples are given and 
then example 3: “A is simultaneously 
an officer (an employe) of the X cor- 
poration, the Y corporation and the Z 
corporation during the calendar year 
1937, and receives a salary of $3,000 
from each corporation. Each $3,000 re- 
ceived by A from each of the corpora- 
tions, X, Y and Z (whether or not such 
corporations are related), constitutes 
wages, and is subject to the tax. 

The name by which the remuneration 
for services is designated is immaterial. 
Thus salaries, fees, bonuses and com- 
missions on sales or on insurance pre- 
miums, are wages within the meaning 
of the act if paid by an employer to his 
employe as compensation for employ- 
ment. 


Other Payments Included 


“Article XVI. Articles included as 
wages.—(f) Payment by employers into 
employes’ funds.—Payments made by an 
employer into a stock bonus, pension, or 
profit sharing fund constitute wages if 
such payments inure to the exclusive 
benefit of the employe and may be with- 
drawn by the employé¢ at any time, or 
upon resignation or dismissal, or if the 
contract of employment requires such 
payments as part of the compensation. 
Whether or not under other circum- 
stances such payments constitute wages 
depends on the particular facts of each 
case.” 


Compare Costs of Federal, 
Private Retirement Plans 





(CONTINUED FROM PAGE 2) 


the new plan, actually a combination of 
two separate plans, will be instituted. 

One part of the new plan, to be 
known as the “past service and mini- 
mum pension plan,” will provide bene- 
fits based on service prior to Jan. 1, 
1937, and will be paid for and admin- 
istered entirely by the company. The 
other part, called the “new retirement 
annuity plan,” under which will be pro- 
vided supplementary benefits for future 
service, will be maintained through joint 
contributions by the company and _ its 
employes, and will be administered by 
the Metropolitan Life. Thus the bene- 
fits which employes may expect to re- 
ceive after future retirement will come 
from three sources—the past service and 
minimum pension plan, the retirement 
annuity plan, and the federal govern- 
ment. 

The past service retirement benefit 
will be either 1 percent of wages re- 
ceived in 1936, or 1 percent of the aver- 
age annual earnings over the last 10 
years, whichever is greater, multipied 
by the number of years of continuous 
service up to Jan. 1, 1937. 

All preesnt employes whose 64th 
birthday occurs after Jan, 1, 1937, and 





who shall have completed at least one 
year of service on that date, are eligible 





to participate in the new retirement ap. 


nuity plan. Other present employes and 
all new employes age 64 or under wil! 
be eligible to participate on completing 
one year of service, although employes 
under age 35 will not be required to con. 
tribute until they reach that age. Re. 
tirement benefits under this plan will be 
determined by earnings and length of 
service after Jan. 1, 1937. 

The normal retirement age is 65, byt 
with the company’s consent retiremen 
may be before or after that age, [py 
case of an earlier retirement, the re. 
tirement income will be adjusted accord. 
ingly. 








DISCUSSES “EMPLOYE” | 


| 


LINCOLN, NEB., Dec. 17.—C. Pe. 
trus Peterson, general counsel for the 
Bankers Life of Nebraska, at a meeting 
of the Lincoln Life Underwriters Asso. 
ciation said that until the government 
gives a new definition of “employe,” 
agents who work on commission will 
have their status determined under the 
social security act by the same rules of 
law now governing in workmen’s com- 
pensation decisions. The same rule will 
apply, he believed, to general agents. It 
is not determined by how a person is 
paid but the control that he exercises 
over his own activities. If he is free to 
work when he pleases and call on those 
whom he selects his status is that of an 
independent contractor and not that of 
employe. If he is paid a salary there is 
no doubt as to his status as an employe. 





Union Central Veterans Gather 


The Quarter Century Fellowship of 
the Union Central Life, known to mem- 
bers as the Ue Ce Quer Ce Fellowship, 
held its annual luncheon at the home 
office. Membership is made up of those 
with 25 years or more of active service 
on the home office staff. It numbers 125 
members, 89 of whom are still active 
and the balance of whom are retired on 
pension. 

Chief item on the menu was venison, 
brought down by President W. H. Cox, 
a member of the group. George G. 
Bactz, 40 years with the company, pre- 
sided. Among the members of the group 
initiated this year were Vice-president 
and Board Chairman John W. Pattison, 
and Director Thomas H. Daniel, for 25 
years Atlanta general agent. 

The aggregate years served by the 
membership total 3,411, and the group’s 
statistician has figured that if those 
years had been served by one man he 
would have had to be placed on the 
payroll in the year 1475 B. C. 





Stearns With Union Mutual 


G. A. Stearns has been named _super- 
visor in the agency department of Union 
Mutual Life of Maine. He is a graduate 
of the University of New Hampshire 
and was previously associated with the 
Aetna Life. 


Burden Now on Employer 


After advertising widely that en 
ployes could make their applications for 
social security account numbers directly 
to the postmaster, instead of through 
the employer, or through a labor union, 
instead of through the employer, the s0- 
cial security board is now out with 4 
warning to employers teat they must 
see to it that employes file such appli- 
cations. In its warning to employers 
the social security board entirely fails to 
suggest how the employer can know 
whether the employe has filed his appli- 
cation. The warning is in the form 0 
a press release, with quotations from the 
rules and regulations. The time for em 
ployes to file expired Dec. 15 and em 
ployers are urged to get busy on those 
that have not filed. 


George Nowotny becomes district 
agent at San Antonio, Tex. for the 
Minnesota Mutual. He formerly repre- 
sented the Amicable Life at Brownsville: 
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SALES IDEAS AND SUGGESTIONS 








Ratings on Five Factors 
Measure Agents’ Success 





PHILADELPHIA, Dec. 17.—There 
are five basic success factors in life in- 
surance selling and agents’ self-ratings 
under these headings show a definite 
correlation with their success as pro- 
ducers, Arthur M. Spalding, assistant 
io Agency Vice-president W. W. Kling- 
man of the Equitable of Life of New 
York, told members of the Philadelphia 
Life Underwriters Association at their 
meeting this week. 

Pursuing a suggestion of Mr. Kling- 
man’s, Mr. Spalding started out 18 
months age to find out why some men 
fail in the life insurance business while 
other succeed. Study of successful, un- 
successful, and mediocre agents in all 
parts of the country indicated that five 
characteristics appeared to go with suc- 
cess in selling and to be absent with the 
lack of it. 


No “Magic Formula” 


These factors, which Mr. Spalding 
warned his audience constituted no new 
magic formula, are the agent’s ability as 
a (1) friend-maker, converting present 
friends into policyholders and_policy- 
holders into friends and developing new 
circles of influence constantly; (2) pros- 
pect-senser, sensing situations in which 
insurance is the solution, leading the 
way to new business, developing repeat 
business through case-method selling; 
(3) sales-closer, painting pictures show- 





Larger Applications Are 
Needed to Earn Living 








The necessity of producers writing 
less $1,000 applications and more in the 
higher brackets, is outlined by R. S. 
Moore, assistant manager of agencies, 
Midland Mutual Life. He said one rea- 
son so many life salesmen fail in the 
business is that they write too many 
small applications, and they cannot pro- 
duce enough of these to make a living. 

He pointed out that to make a fair 
living a salesman must pay for $125,000 
on the annual basis each year. To do 
this he should write at least $175,000 to 
allow for quarterly and semi-annual 
settlements, postponements, rejections, 
etc. Breaking up the smaller volume 
shows a total of 175 applications of 
$1,000 which must be written per year, 
or three and a half a week if a salesman 
is to make a living by selling in this 
bracket. 

Mr. Moore said that the salesman 
must write and pay for a number of 
$3,000, $5,000, $10,000, a few $15,000 and 
occasionally a $20,000 or $25,000 each 
year if he is to make a living. It was 
Suggested that a producer set an annual 
number of applications per quota for 
those at different amounts. Prospects 
should be divided into three groups 
those making $5,000 or more per year, 
those making $2,500 to $5,000 and those 
making less than $2,500 a year. 
lf living in an urban area, one-third of 

his soliciting time should be given to 
the first group, one-third to the second 
and one-third to the last, with the pro- 
gramming method for the first two and 
the: package method for the last. In a 
tural area he should give about one- 
third of his time to the second group 
and two-thirds to the last. 
_ It was emphasized that he should talk 
Income instead of lump sum. Mr. Moore 
also pointed out that if the prospect can 
take $1,000, he can usually take $1,500 or 
$2,000. This is fair not only to the pros- 
pect but to the agent. 





ing life insurance in action, using true 
stories, graphs, illustrations and pro- 
posals; (4) planner and doer, planning 
the day’s, the week’s, the month’s work 
for a successful year, following through 
on these plans with a check-up. system; 
(5) financial controller, preserving a 
sound, happy, economic and family life. 

Each man is asked to rate himself 
carefully and fairly in order to get the 
most benefit and to find out where he 
needs most to improve. 


Seore Varied With Success 


“We found, with hardly an exception, 
that our outstanding producers—men 
around $1,000,000 in production—rated 
between 90 percent and 100 percent on 
the questionnaire,” Mr. Spalding said. 
“We found that the men who rated be- 
low 60 percent invariably were poor pro- 
ducers. Our correlation soon showed 
that if a man rated 80 percent or higher 
his production was apt to be $200,000 
and over; between 70 percent and 80 
percent, an average of $135,000; less 
than 70 percent, $90,000. This simply 
meant that if a man decided to ,raise his 
production from one classification to 
another he had to definitely improve one 
or more of these qualities or character- 
istics.” 

Citing the example of a young agent 
who made an annuity sale through a 
friendly acquaintanceship struck up in a 
smoker, Mr. Spalding said that “all of 
you have had examples of this kind but 
we are so apt to overlook these oppor- 
tunities, so apt to get into ruts and yet 
with just a little effort we can each of 
us extend this type of worthwhile busi- 
ness friendships.” 

As to the ability to sense situations 
in which insurance is a solution, leading 
the way to new business, Mr. Spalding 
asked: “Are you developing repeat busi- 





ness through basically sound selling 
methods? For example, I wonder how 
many of you use a weekly work organ- 
izer?” 

Mr. Spalding told of selling a $10,000 
contract to an under-insured young pro- 
fessional man, saying that “I didn’t make 
much headway until I showed this man 
my Own program in a letter which I had 
addressed to my wife in case something 
should happen to me. . . It was on the 
basis of this letter that my prospect de- 
cided to b,uy. ... As the depression got 
worse, our young professional man 
eventually lost his job and then his 
house and toward the last his mind 
crumbled and gave way. 

“Now here is the picture I want to 
get across to you, that this letter, my 
program, so thoroughly sold this chap 
that even after he was confined in an 
institution with his mind gone, one thing 
clearly stood out, that he was ready to 
take his second policy where the first 
yne left off, that is, the end of the 10 
years, and provide his wife with an in- 
come for the balance of her life.” 


Record Made in Drought Area 


Touching on the ability to be a plan- 
ner and doer Mr. Spalding said that the 
leading agent of. one of the Equitable’s 
important agencies was located in the 
heart of the dust bowl. His success was 
due in large measure to the fact that he 
recognized that a large number of peo- 
ple in his: territory were not prospects. 
After discounting these he found that 
he had to see a greater number of peo- 
ple who were prospects in order to get 
enough interviews and cases to make a 
living. He made a long list and saw a 
great many people by soundly planning 
his time. The result was that he was 
able to write more than 100 cases a year. 

“Now to come to our last success 
factor,” Mr. Spalding continued, “we 
have found that the man who can pre- 
serve a sound, happy, economic and fam- 
ily life has won a good part of the bat- 
tle of success in this great life insur- 
ance business. Set yourself a financial 
objective for 1937 and follow through. 
Be your own financial controller.” 





Direct Mail Is Best Form of 
Advertising for Agent 





Direct mail is the best form of adver- 
tising for the individual agent, accord- 
ing to D. Bobb Slattery, president of 
the Life Advertisers Association and as- 
sistant to the agency vice-president of 
the Penn Mutual Life. In a talk to the 
Cleveland Life Underwriters Associa- 
tion on “Putting Advertising in Your 
Selling Kit,’ Mr. Slattery compared 
the sale of life insurance to the sale of 
a product in a retail store. The idea 
behind the advertising is to create con- 
sumer acceptance at the point of sale, 
which in the case of a retail store is 
when the customer enters and in the 
case of life insurance when the agent 
makes the call. Life insurance sales 
are always made in the prospect’s home 
or office and not in insurance offices, so 
that the success of direct mail adver- 
tising depends upon the agent’s personal 
followup. 


Establish Regular Quota 
in Mailing Letters 


Retail stores maintain regular hours 
and the agent should follow this same 
procedure in providing a point of sale 
by maintaining regular contact hours. 

When an agent adopts the direct mail 
advertising plan he should sell himself 
on a regular quota of letters. It is bet- 


ter to send 10 every week with an im- 





mediate followup than 20 with slower 
call periods. The regular schedule of 
mailings will keep the agent in front 
of the people. It is always a good idea 
to get the agent’s name on the letter, 
said Mr. Slattery, and it is best to ad- 
dress it to Mr. and Mrs. rather than 
to just Mr. The home is always a bet- 
ter place to talk insurance than a man’s 
office, he said. 

In using direct mail advertising the 
agent has four advantages. He selects 
his own prospects, he knows exactly 
when they receive his letter. If it is 
first class mail he knows that they have 
at least looked at his letter. The agent 
can make his own call at the time when 
it will do most good. 


Advantages of Direct Mail 
from Agent’s Standpoint 


Direct mail advertising helps the 
agent to organize his time, it makes his 
approach a little easier, takes the chill 
off the cold canvass and creates some 
prestige. 

To demonstrate the value of direct 
mail, Mr. Slattery told how the Penn 
Mutual had made a check of direct mail 
advertising in the first eight months 
of the year. Reports secured on 43,824 
of the 87,764 letters mailed showed 1,426 
prospects had been sold and 10,691 good 
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COMMISSION MEN’S PROBLEMS 


Selling is nothing more than a per- 
sonality plus a process, declared G. D. 
Randolph, general agent New England 
Mutual Life, Cincinnati, who presented 
the views of an “outsider” before the 
Cincinnati Fire .Underwriters Associa- 
tion’s sales congress. 

The big fault with the man who works 
on a commission basis is that he doesn’t 
have sufficient information about his 
prospect, Mr. Randolph stated. The 
agent must know the economics of his 
own selling and he must have a “boss.” 
“How much money do I need?” and 
“How much effort do I have to put 
out?” are questions every salesman 
should ask himself. The agent should 
determine his average commissions for 
a year and find out just what every call 
is worth to him in commissions. In this 
way he may determine the number of 
calls and interviews he must make within 
a given period to make a sufficient in- 
come to maintain his standard of living. 

In getting a prospect, an agent must 
have his name.and as much -more per- 
sonal information.as possible, said Mr. 
Randolph. An introduction by a mutual 
friend is desirable. After the agent ob- 
tains as much information as he can 
before the interview, he finds out in 
conversing with the prospect the neces- 
sary information to present a proposal 
fitting his insurance needs and attempt 
to close. Get a check for the premium 
immediately, if possible, Mr. Randolph 
advised, 

An introduction is difficult to get, said 
Mr. Randolph. A good plan is to take 
a prepared list to a client and have him 
suggest from the list acquaintances or 
friends who are prospects. A written 
proposal is most effective. A mechanical 
“boss” is effective in forcing a man 
working on a commission basis to get 
business. For example, one salesman 
will not eat lunch until he obtains an 
application. Another keeps a miniature 
dog and dog house on his desk. The dog 
remains in the house until he makes five 
calls. 

* * * 


FIELD SUPERVISOR’S RECORD 


William H. Fabian, south Texas field 
supervisor for the Texas state agency 
of the Northwestern National Life, has 
completed his first year on the job with 
an unusual record. These are the re- 
sults of his effort: Miles traveled, 10,673; 
closing attempts, 318; sales, 138; inter- 
views per sale, 2.3; volume of business, 
$542,761; average size of application, 
$4,000; cOmmissions earned for agents, 
$8,266; hours in field, 1,666; hours in of- 
five, 540; prospective agents seen, 25, 
and hours hunting agents, 96. 











prospects secured. Sales totaled $4,- 
777,302 for $178,859 premiunis. A sale 
or a good prospect was secured on 
every 3.6 calls. 3 

A definite plan for testing direct mail 
efforts was suggested by Mr. Slattery. 
By sending out 10 letters a week* for 
12 weeks and following them up with 
personal calls the agent can get 4 good 
picture of what direct mail will do for 
him. If he knows the prospect the let- 
ter should be sent over his own signa- 
ture. The company name should~ be 
used with ‘strangers to gain prestige. 

Mr. Slattery suggested the use of 
birthday cards and letters of congrat- 
ulation and sympathy as the opportun- 
ity presents itself. People appreciate 
personal thoughts and good wishes and 
such remembrances build good will. 
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PACIFIC MUTUAL SETTLEMENT IS RELIEF 


(CONTINUED FROM PAGE 3) 





end of 10 years there will still be about 
$3,500,000 due on the non-can liability. 
When the company is mutualized, what- 
ever deficit there is will first have to 
be made good before the stockholders 
can receive anything from the sale of 
the company to the policyholders on 
the installment plan. The company will 
still continue to write both participat- 
ing and  non-participating and, of 
course, whatever profits there are on 
new non-participating will go to make 
up the deficit. The mechanics of the 
mutualization at the end of 10 years 
have been very carefully worked out. 
The general agents of the company, 
who were represented at Los Angeles 
by a committee of five of the most 
prominent of their number, made it 
their particular business to see that 
there would be no slip-up in the mu- 
tualization plans. 


Work of General Agents 


In this connection, it is only fair to 
say that the general agents have done 
yeoman work in saving the company 
and right through have stood 100 per- 
cent behind President Kemp and Com- 
missioner Carpenter in fighting for the 
Carpenter plan by which the company 
would be kept intact and from the 
hands of outsiders. Without the gen- 
eral agents, it is doubtful whether this 
could have been done, although Messrs. 
Carpenter and Kemp have proved a 
strong team. Mr. Carpenter’s salary as 
insurance commissioner is only $5,000 
or $6,000 a year, but the smallness of 
his salary made no difference to him in 
his single-hearted service through the 
best he knew how for the policyholders 
of the company. He was not swerved 
from his purpose in any way. Presi- 
dent Kemp, likewise, a man of large 
private means, who although only 57 
years old would have preferred retire- 
ment, has accepted his obligations to 
the full, and at a small salary for the 
president of a life company, is prepared 
to work unceasingly to put the com- 
pany back in its old position in the in- 
surance world. Another man who de- 
serves much praise, according to those 
who have been closely in touch with 
matters, is Vice-president Asa V. Call, 
who has been much criticized and 
hated by the opposition for having 
“started the house-cleaning.” 

Mr. Call, when he was brought in by 
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the president, saw that things were not 
right and refused to go along with the 
old organization, which placed him in 
a hard position; but he stuck to his 
guns and insisted that the evils in the 
company be uprooted. The company 
now has 11 directors, several of whom 
have been selected by Commissioner 
Carpenter, and four are still to be 
named. Most of the old crowd in the 
company is gone and a new spirit is 
being shown. While the company out- 
side of its non-can business was highly 
successful, there was always a spirit at 
the home office to which some objec- 
tion was made. This might be called 
the commercial spirit, or lack of the 
fiduciary spirit. One of the company’s 
successful general agents went to the 
home office several years ago, spent 
some little time there, came home and 
resigned, taking the general agency for 
one of the old standard New England 
companies, as he felt that the atmos- 
phere of the home office was wrong 
and would lead to trouble. 

Of course the company has lost some 
of its agents, but leading general agents 
express surprise at the small number 
of those who have left and also at the 
smallness of lapse during the trouble, 
with its attendant publicity. The com- 
pany expects to write next year at least 
60 percent of its usual writings. In the 
reorganization at the home office at 
least $500,000 a year in expenses is be- 
ing saved and the company has under- 
gone a thorough overhauling with the 
correction of its non-cancellable disabil- 
ity difficulty which would sooner or 
later have brought it to disaster. The 
company was saved by the joint good 
work of the insurance commissioner, 
President Kemp and the united body of 
general agents. 





WILL APPEAL CASE 











Notice of appeal from the decision 
given Dec. 4 by Judge Willis in the 
Pacific Mutual Life case has been filed 
by Attorney W. H. Neblett, naming 
Commissioner Carpenter, officials of the 
company and 41 intervenors. Another 
angle was the action of deputy district 
attorneys in presenting to the Los An- 
geles county grand jury new evidence 
having to do with former Pacific Mutual 
officials said to have been obtained from 
examination of financial records of cer- 
tain San Francisco firms’ transactions. 


YETKA REFUSES LICENSE 


ST. PAUL, Dec. 17—On his return 
from the commissioners’ meeting at Hot 
Springs, Commissioner Yetka of Min- 
nesota indicated that his attitude toward 
the reorganization of the Pacific Mutual 
has not changed and that he will con- 
tinue to refuse to license the new com- 
pany. Whether the company will go 
into court to compel licensing in Min- 
nesota is uncertain though there was 
talk of this some time ago. 


APPROVED IN IOWA 


DES MOINES, Dec. 17.—Commis- 
sioner Murphy has approved the grant- 
ing of authority to the new Pacific Mu- 
tual to engage in business in Iowa. 
While attending the meeting of the com- 
missioners association Mr. Murphy pro- 
posed and had adopted a resolution 
expressing confidence in the plan of 
Carpenter of California for conservation 
of the company. 


LICENSED IN COLORADO 


DENVER, Dec. 17.—The reorganized 
Pacific Mutual has been admitted to 
Colorado. The decision to license the 
company followed attendance at the 
commissioners convention by Commis- 
sioner Cochrane and Assistant Attorney- 


‘ general Donaldson. 





Free U. S. Security Pension 
May Endanger Whole Plan 
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the present act will do what it sets out 
to do, he said, and a vital consideration 
is what will be done with the money 
collected in taxes from employes and 
employers. To buy a part of the govern- 
ment debt, as contemplated in the pres- 
ent act, would postpone growth of ade- 
quate pensions of the future, he said. 
He estimated the tax will run two bil- 
lions a year at the peak rate of 6 per- 
cent. i 

This problem of penniless old age is 
one of the most vital in the nation today. 
It was not so urgent 20 or more years 
ago because people lived closer to the 
soil; they were better able to provide 
means of existence, even though they 
had no income. But he said industrial- 
ization has proceeded quickly in the last 
two decades. 

Miss Helen Hall, social worker, asked 
Mr. Linton if he suggested limiting old 
age pensions only to the needy. He 
explained that his thought was the free 
pensions in the present plan might 
undermine the contributory plan and he 
felt the whole arrangement should be 
modified so the two plans will work 
more in harmony. 


Needs No Reserve Basis 


One of the audience asked Mr. Linton 
why, if the private life companies 
thought it necessary to operate on the 
reserve basis, should not the government 
plan do likewise. He explained this 
went to the heart of the social security 
question. The private life companies’ 
premium income is on a voluntary basis. 
The companies have no assurance of 
continued income to meet claims. They 
need a legal reserve to permit continu- 
ance if premiums should cease. The 
government plan, however, is compul- 
sory, providing a flow of premium in- 
come and making reserves unnecessary 
and undesirable. 

“We must clarify our thinking,” he 
said, “and not get private life insurance 
confused with social insurance.” 

Mr. Bane was asked what would hap- 
pen to the social security act if the 
United States Supreme Court should 
find it unconstitutional. He said he was 
convinced the American people wanted 
this act and in such event the federal 
administration would try again. 


Bane Answers Questions 


He was questioned about the invest- 
ment feature, explaining that the act 
provides that the money collected shall 
go into the treasury and be invested in 
government bonds, and also specifically 
provides Congress shall appropriate 
money to pay the benefits. He advised 
those who doubted the soundness of 
this provision to leave their $10 bills 
in a box at the exit as they went out, 
since these also, he said, were only 
promises to pay. 

Mr. Linton was asked what part the 
private life insurance companies had in 
developing social security. He said the 
life companies had done a good job in 
extending this protection to large cor- 
porations, but the spread of this cover- 
age was not and could not be sufficiently 
large to meet the national issue. Mr. 
Linton also was asked whether the pri- 
vate or government social security pro- 
tection was more economical. He said 
the two could not be compared; the con- 
tracts are not identical in provisions. 
In the federal plan, younger workers 
are to bear a large part of the load for 
older workers. 


To Get $466,000 Insurance 


The C. B. Nash Company of Omaha 
will collect $466,000 on the life of Ward 
M. Burgess, former head of a large de- 
partment store, the company having 
taken these policies 12 years ago as 
security for a $300,000 loan and having 
paid the $5,000 annual premiums ever 
since. Mr. Burgess was at one time the 
heaviest insured man in the state, carry- 
ing $1,850,000. 
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Commissioner Ketcham’s 
Response to the Welcome 








Commissioner Ketcham of Michigan 
responded to the addresses of welcome 
at the Hot Springs meeting of the Na 
tional Association of Insurance Com. 
missioners in a manner that won him 
many plaudits. He said: 

“Before proceeding with my special 
part of the program, I desire to make 
two brief comments in response to the 
mayor’s special reference to the baths 
of Hot Springs. Like Jiggs, I do no 
expect to stay until Saturday night ang 
therefore must pass up his suggestion 
that I test them out. 

“Secondly, speaking as a Republican, 
I am not impressed with his suggestion 
to President Roosevelt that he ayail 
himself of Hot Springs’ baths becanyge 
of their ‘radio-activity.’ Personally, | 
don’t think he needs any additional 
‘radio activity,’ judging by the election 
results of November 3. 


Some English Ceremonies 


“In connection with the approaching 
coronation ceremonies in England, 
it is interesting to note that a court of 
claims has recently convened, presided 
over by the lord high chief justice, to 
determine what dignitaries of the realm 
shall be accorded the honor of bearing 
the king’s ‘golden spurs,’ of being deg 
ignated as ‘King’s Champion’ to throw 
down the gauntlet to ‘liars and traitors; 
of bearing the ‘King’s Canopy,’ and va- 
rious and sundry other _ traditional 
honors. 

“We smile at such formalities and 
go to the opposite extreme in avoiding 
them in our public functions and gath- 
erings. Due, however, to a decent re 
spect for the precedents and traditions 
of the past, or perhaps to the necessity 
of having something to ‘break the ice; 
we still hold to the custom of addresses 
of welcome and responses in opening 
many of our public gatherings. 


Found Nothing New 


“In a rather extended public career, 
I have heard some thousands of them. 
So far as I can recall, the ritual is un- 
varied. Nothing new has been or can 
be said. The host is becomingly proud 
and promising. The guests are agree 
ably surprised and satisfied. With ot- 
casional local variations, these are the 
fundamentals. Brevity and _ sincerity 
are the essentials. The good German 
farmer of Wisconsin had the right idea. 
When called upon to introduce Sen- 
ator Spooner, he said, ‘Ladies and 
gentlemen, id vas my Dleasure to intro- 
duce Senator Spooner, who vas to 
speak to you. I have now done it and 
he vill now do it,’ 


Appreciations Are Listed 


“And so it is my honor and pleasure 
to tender this formal but sincere appte- 
ciation of this National Association of | 
Insurance Commissioners— 

“For the cordial welcome so fittingly 
expressed, 

“For the courtesies so graciously ex 
tended. 

“For the creature comforts so géfr 
erously provided, 

“For the promises so amply fulfilled. 

“For the general good time being had 
by all, 

“For the pleasant memories that shall 
linger through the years.” 


Favors Basic Salary 


At the meeting of the Actuarial, Club 
of Indianapolis Jack Neil, superintet 
dent of agencies Lafayette Life, as 
cussed “Is there a need for a genefa 
revision of the method of compensatilg 
life insurance agents?’ He_ recom 
mended a basic weekly salary plus lower 
commissions and definite hours of work. 
A lively discussion followed. Kenneth 
Hittle, State Life; wwas elected secretary” 
treasurer and E. M. Karrmann, Amefr 
can Central Life, was appointed chair 
man of the membership committee. 





